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COLOR Background for Pring 


A Brilliant Period Ahead Indicates Significant 


Change in Shoe Coloring 


den Rorke, managing director of the Textile 

Color Card Association of the United States, 
Inc., includes eighty-four shades for spring, 1929. 
Week after week of conference with committees in all 
industries serves to crystallize these shades and to 
make them nationally accepted. 

The new color card has more shades on it than any 
previous card, indicating by that fact along the unani- 
mous opinion of the dress industries that the coming 
spring will be the most colorful on record. 

Eight colors of two shades each are grouped in the 
first division, termed cameo tints, especially prepared 
for sports and evening wear. The name selected has 
a cameo base and the terms are blush maize, blue, 
citron, nile, shell, mauve and sky. 

A strong presentation of blues is evidenced by the 
news interest in aviation. When people look up at 
the sky more, there is a greater tolerance for blue. 
These blues are lighter in tone and carry that sky 
effect in shading. The added tolerance for gray may 
come because of this aviation flare. 

Four colors have been developed in honor of Com- 
mander Byrd and his expedition 


0 FFICIAL announcement made by Margaret Hay- 


Races, which attracted much attention this year. 

The beiges will also be strong in the spring colors 
and four categories have been developed. The first 
includes the yellow beiges, such as Cliquot, Golden 
Beige and Burnt Buff. 

A second group of beiges has a sand note and the 
shades include Lido Sand, String, Paris, Plage and 
Trouville. The third group of beiges has a mauve 
cast and includes Vanilla Bean, a Coronada and Hi- 
rondelle. 

The last group includes rose beiges and the shades 
repeated include Peach, French, Rose and Marron 
Glacé. 


HE success of the browns continue, and for spring 

attention is called to the lighter browns, which will 
include Gateau and Brioche. Others are Rocher, Claro 
and Panetela of the darker type. 

The grays will be smart and in the picture, but they 
will not be so strong as the beiges, due to the fact 
that they are less becoming to the average person. 
The colors being repeated are Gull, Silver Wing and 
Pidgeon. These grays are all of the warmer cast. 

Of the brighter colors, reds and 
yellows are featured. The card 


into the Antarctic. These colors 
are Horizon Blue; Byrd Blue; 
Polar Blue, and Navigator Blue. 

Smaller group of blues have 
also been added which are named 
Blue Smoke, Blue Slate and Blue 
Steel. Mrs. Rorke also said that in 
view of the general interest in 
blues a number of shades had been 
repeated, including: Lucerne, Bleu 
de Lyon, Monet, Madeliene. 

‘A new blue has also been added 
which is called Santander Blue 
and was named after Spanish Cup |. 


ESTING time comes early 

this year, and color for 
spring is crystallized in this 
first official presentation of the 
dress trend for spring and 
summer, 1929. When the shoe 
trade knows the background of 
feeling better, it is better pre- 
pared to design footwear for 
an extreme!y early spring, with 
Easter March 31. 


presents two decided contrasts, 
the modulated or animated pas- 
tels, such as the cameo, and the 
more brilliant reds and yellows, 
one serving to supplement and aid 
the other. 

In the yellows, the card will in- 
clude Sun Gold, Sunstar and Mus- 
tard, the latter being a new clear 
yellow. 

Pinks have also been given con- 
siderable place and the colors de- 
} veloped are of slightly grayish cast. 
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Timing Process 
Retail 


~ The Merchant Leads the Way to a More Orderly and Economical 
mc Process of Manufacture and Distribution by a 


Prepared Start into the New Year 


“STFTHE: timing function of industry needs attention. - 


’*~ Py leave it out of mind until the coming of a new 

’ year is to miss the opportunity of a head start. 
Events are developing so rapidly in the shoe business 
that the first need is to time the selection of stock to 
insure at the selling dead line an adequate run of shoes 
for sale at retail. 

Preparedness is heartily to be desired, be it for war, 
for peace, or for trade. Yet someone must start the 
spark to set all men’s minds in the desired direction. 
The best preventive of war and of discord in busi- 
ness is to create, first, merchant opinion, and then fol- 
lows public acceptance. 

First, the imagination of industry must be directed 
in the proper channel. The great force of “Time” will 
soon be brought into full operation. We venture the 
prediction that the coming December will be perhaps 
the biggest month on record in total of orders placed by 
shoe merchants. The reason follows: 

Time makes profits for the prepared. Show us a mer- 
chant who has a sense of time and we will show you a 
success. Here is the timing mechanism of industry in 
its simplest form. The major volume of shoes for 
spring, 1929,‘must be built in November and December 
if retail trade in February and March (the Easter date 
is March 31) is to register a profit for the first quarter 
of the year 1929. 

Unless this timing process is accepted and developed 
in the shoe trade there will be no profit impulse for a 
new and better spring, 1929. The seasonal deadline of 
Feb. 1 should now be nationally recognized in every 
merchant’s stock control plan. We are going to advo- 
cate that every merchant accept these three funda- 
mentals: first, to have as few winter shoes as possible 
on hand Feb. 1; second, to keep doing 
business on a reduced stock right up to 
the deadline; and, third, to have plenty 
of new shoes when the deadline has 
passed. 

This- plan has been developed by a 
keen student of merchandising practice 
who senses the importance of industry 
making a time study of its processes for 
profit and prestige next year. An ad- 
vance start made in November and De- 
cember helps establish a timing system 
for the tanner, and every source of sup- 
ply; the manufacturer, and every whole- 


sale distributor, and the retail shoe merchant in his 
final distribution of the shoes at retail. 

Our chart illustrates in the form of a railroad time- 
table the stations of major importance in the coming 
year. If the timing sense is developed at retail it 
serves the purpose of organizing in a thorough, practi- 
cal way the entire industry. 

There is no economy and no real style selection in 
last minute ordering. There are certain stocks that 
have a place in every man’s store the year round. These 
goods can be bought: with advance needs measured. 
Their purchase serves the economic function of leveling 
out the peaks and valleys of production. The factory 
that can produce its goods week by week over the twelve 
months is able to effect economies and savings and in- 
crease the quality and workmanship of its shoes. 

To doubly emphasize’some basic plan for the selection 
of goods for a year, study this chart and its interpreta- 
tion as follows: 


T is planned that 50 per cent of the season’s require- 
ments should be received in the first two months and 
the remaining 50 per cent spread over the following 
four months at a constantly decreasing rate. 
The shoes received in February are not all sold in 
February, nor March, nor April. The quantity of 
shoes, therefore, that should be received in February 
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and March is not governed by the actual sales during 
those months, but by the entire season’s selling. Pre- 
pared buying, particularly for the beginning of a 
season, having as a warning signal Easter, March 31, 
helps every merchant to have an adequate stock in the 
first two months of the next season. 


FER. ALL A D 
Ade 


dency is to make a long summer sea- andSummer 
son, then the merchant can prepare to STOCK < 
have 50 per cent of his fall stock on on HAND MAR. het 
hand in September. For the mer- abog 
chant, however, who has an Aug. 1 iTER = —— mo 
deadline, the new stock on hand in —MAR CH Stst. lan EARLY 
his store for selling should measure 50 per cent for APRIL , EASTERma 
the months of August and September. @ SHORT SPRING 
The shoe trade’s greatest opportunity is in the pos- SEASON and 
sibilities of developing in men’s shoes a great tan ~ @leng a 
summer, starting with stocks on hand in’ February SUMMER SEASON 
and March, and permitting the test and trial of sales Ue r 
at retail in tans to men early in the coming season. 
Shoes for men should lighten as the season progresses 
—lighten in weight and color, so that the summer of 
1929 will record the greatest salability of summer 
weights. 
Indications are that greater activity in men’s shoes 
is possible in 1929, because the man is becoming more 
conscious of the place of his footwear in the scheme 
of dress. 
The ability to think ahead of time makes many a 
cash register victory. Mardi Gras, as an event in mid- 
February can be studied with a view to its selling 
possibilities and surrounded with publicity in win- 
dows, store and newspaper, so that ten days before the g 
event an entire campaign has been outlined in theory SE PT. 50% G Fall’ Stock 
by the store’s staff. ¥ on hamd 
Theoretically, they are in the Mardi-Gras season 
mentally in November, so that when the actual time 
comes the maneuvering of merchandising is directed 
straight at a profit. What an error in timing would 
occur if all of the plans were left until-just before 
the selling event, and yet many stores place their faith 
in last minute service. 
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evolution 


Tolerance for Tans for Spring, 1929: Wild 
Patterns Lead to Radical (hanges 
in —Men’s Shoe Designs 


UMBLINGS of revolution—man is throwing off 
the bondage of dull dress as it has been for a 
half century. Man is fighting for his. color 
rights. After a half century of black and blue in 
clothes, he looks for a new spirit of styles for spring, 
1929. Black and blue by 64 per cent this winter, must 
bring about a change. One authority pleading for 
“the glory of blue” says, “blue is the color of the 
male. It signifies solidity, respectability, good taste. 
It is as masculine as a moustache—as dignified as a 
cabinet minister—and as wholesome as good roast 
beef. Gentlemen of all periods have worn blue as a 
mark of station.” 
Yes, it’s all true, but read it over again carefully 
and you will sense that it means not youth but middle 
age, not flair but steadiness, not style interest but 


Modernistic patterns in men’s shoes, 
particularly sports Shoes, were 
shown by Perrouin at the annual 
Semaine de Cuir (Leather Week) in iD 
Paris. Above are two interesting F 
models, one a moccasin type and the 
other an angular geometric creation. 
At the right are seen modernistic 
tendencies in overlay strappings 
and heel foxings and a new idea in 
stitching on the sole 


passive acceptance. So much blue in winter means 
so much black in footwear Too much black in men’s 
footwear means too few sales at retail. If it must be 
wintry blue for clothes, then the thing to contrast the 
costume is the winter tan. 

Spring is just ahead for the prepared. To see a 
sluggish continuation of an “over-black” season into 
spring is to express a national contentment with 
things as they are. But to welcome a new thought 
that might develop more sales of men’s shoes at retail 
is to express progress. A short spring season ap- 
proaches. The months of February and March lead- 
ing up to Easter, March 31, permit of a national ex- 
periment. If every store selling men’s shoes would 
plan for an early showing of tans for spring, it would 
serve to bring about a national impulse of a change of 
color, at a time when men want a change of clothes. 
The change of dress to colors is anticipated by every 
men’s clothier for next spring. This tolerance for 
color in the shades of tan suitable for spring will 
grow during February and March if stimulated, so 
that there will later follow a summer acceptance of 
tan leathers. 


“EXT week the national styles conference will 
present its selection of official colors and styles 


tor men’s and boys’ shoes for 1929 spring selling. The 
shades selected are in the order of their color strength 


—first, Saratoga Tan; second, Cooper Tan; 
— third, Ruddy Brown; fourth, Durham 
' Brown; fifth, Trotteur Tan, and sixth, Nico- 
tine. The fact that this is the first color 
card in men’s footwear bespeaks the new 
importance of color in men’s shoes. A new 
spirit certainly has come into the men’s 
shoe game. It is an American expression 
of color, for the tans are strongly Ameri- 
can in shades. American tanners can best 
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develop these shades for the importer cannot move as 
quickly nor as well. What edge the foreign tanner 
may have in the black leather is lost completely in 
the spring and summer tans, for where he can make 
black leathers for use in any country when it comes 
to tans he has to tan shades to suit each national 
need, and the volume possible in America in the sea- 
son that lies just ahead does not compensate him for 
the effort necessary. 


HE natural complement of tan to blue in summer 

will be emphasized next year by the increase in 
sunburn. Believe it or not, it’s smart for a man to show 
an early sunburn. It indicates he has the price of a 
trip South, though he may have raised the burn under 
a violet-ray lamp. Tan on face and hands leads to 
tan in shoes. Next season the hatless man will be uni- 
versal—so pity the poor hatter. The extra tan of face 
and hands, however, leads to a greater tolerance for 
tan leathers. 

In the same spirit of revolution the coming season 
will see greater variety in patterns in men’s shoes. 
The old standard patterns have well served their pur- 
pose. The changes in style in women’s shoes stimu- 
lated greater pairage—will it do the same in men’s 
shoes? Abroad there is a new freedom of pattern 
coming into men’s shoes. Here are some of the re- 
volutionary ideas in men’s shoe designing. Queer as 
they are they lead the mind away from the standard 
oxford lines into new fields. 

Revolution and evolution go hand in hand with the 
designer who ventures a new pattern to find it un- 
salable, but after a series of attempts the mind of 
the merchant and his customer become acceptive to 
change. Step by step the new pattern idea moves 
ahead—it may go two steps forward to slip back one, 
but move forward it does, slowly but surely to leave 
certain impressions of progress made. These revolu- 
tionary designs are pioneers of style feeling—and 
time will tell their effectiveness in leading designs into 
new opportunities. 

A new tolerance for variety in pattern 
in men’s shoes is appearing in Europe 
which is surprising the shoe trade abroad. 
At the London show, and the Leather Week 
which followed in France, men’s shoes were 
made up in suedes in brown and green, to 
combine with snake, alligator and lizard in 
the same blending tones. 

In sport shoes the suede finish, which is 
a little rougher body and more like the 
flesh side of a good calfskin, turned inside 
out, is beginning to be a very important 
factor in men’s sports wear. The majority 
of stores that have tried this new number 
have found that for sports men will “doll 
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up,” and as a result to out-law the old sport shoes 
that a man has in his closet it is necessary to give 
some new material to bring about a real interest in 
the sale of a second pair of sport shoes. 

New patterns are being tried, and abroad the pre- 
diction is made that the fancy shoes now being de- 
veloped will give the complete new school of pattern 
designing an opportunity to do in men’s shoes what 
previously was accomplished in women’s shoes. 

Just how far such a movement can go in America is 
doubtful, but already there is pioneering in that di- 
rection and an acceptance by young men would try 
anything in dress once to be different. One outstand- 
ing merchant in New York City and another in Los 
Angeles are carrying the enthusiasm of pioneering 
into these new fields. They first attempted alligator 
as a vamp material with great success. 

It will take a number of years for a national in- 
terest in other than stanard materials for men’s foot- 
wear to be accepted, but just as sure as progress is 
being made in color in men’s dress, and a change in 
sport dress there will be a corresponding develop- 
ment of new things in men’s footwear. 


E coming Shoe Style Conference in New York 

City will reveal for the first time a definite effort 

on the part of men stylists to enter the spotlight of 

tashion attention. The preliminary work has resulted 

in the men’s color card covering six shades in the 

brown family that have a place in men’s footwear in 
the summer and winter of 1929. 

An exhibit of shoes, especially created for the stim- 
ulant of ideas toward more smartness in men’s shoes 
will be shown at that color conference and a new 
crder of things in men’s footwear fashion starts this 
Nov. 12 and 13 meeting. 


This black shoe, above, with its un- 
derlay of white beneath the pinking, 
is designed to go with the black and 
white sport suit. At its side is an- 
other black and white creation in 
which the white predominates. At 
the left we show a model in which 
interwoven strips of leather form an 
interesting decoration. The sole 
stitching also adds a new note to 
this shoe, designed for the Riviera 
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Getting More Shoes Sold Right 


More Light Needed 


ERCHANTS have no natural desire to move 

in the dark. Give a merchant light and a 
clear vision and he will not only move forward, but 
work in harmony with his fellow men. 

A noble experiment is to be tried this Novem- 
ber, to see whether more light on the subject of 
style and color will result in a clearer vision to- 
ward public service, profit and prestige next year. 

It isa good thing to have a general meeting of 
this sort develop at this time. There are more sub- 
jects in the minds of the merchants who will at- 
tend this meeting than just color and style. The 
merchants want to learn to develop the use and 
understanding of the goods and services they pro- 
vide. They hope to increase that understanding 
of their own purpose in business. At least they 
know now that when it comes to gross mark-up 
they have, in the past, been thinking “too little.” 

- After this year’s experience few merchants will 
measure value with the measuring stick of the in- 
trinsic cost of what goes into the shoe. There is a 
profit to be had over and above the shoe as a foot 
covering alone. 

It is going to take better brains and better appli- 
cation of present brains to the merchandising of 
shoes next year. Merchants have to think in ad- 
vance on all these things, because a full two months 
of preparation is needed to get into the swing of a 
new business year. eS) 

_ The public itself is looking at shoes in a different 
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light. The shoe must have a place in each gar- 
ment’s scheme of dress. No longer can satin or 
patent shoe be worn with everything. There is a 
place for calf and suede in their cycle of the year; 
a place for patent and satin (even though their 
place is a bit cloudy in the light of popularity now). 
There is also a place for kid and fabrics. 

On the subject of color, a complete definite range 
of uses in smart wear are sharply and clearly de- 
fined to the woman who knows the right thing. 

We are entering the greatest period of selection 
for harmony that the shoe trade has ever known. 
There is no universal shoe that can be worn by 
women day in and day out, let the garment be 
what it may. It is necessary now to have the right 
shoe in the right color, for the right dress, at the 
right time. 

The same hook-up of types of shoes with the 
dress of men is coming. The six axioms layed out 
by the National Advertising Campaign point a way, 
even though they may, of necessity, be revised to 
give a further expression to black and tan in men’s 
dress. 

There is a need of more intelligence in the eclec- 
tion of shoes, and also more direction on the part of 
those who know what is right, why and when, than 


ever before. 
& @ 
Price of Progress 


HE price of progress is a restlessness of spirit 
—never satisfied, but always striving for more 
and better business. 

Here are the fundamental economics of the pres- 
ent day situation. We have men, machines, mate- 
rials and money all in super-abundance. Let a 
buyer with adequate credit call for any producible 
goods, a million pair of 18-in. boots, or a million 
aeroplanes, and it is obvious that they can be had. 

We have stepped into a new cycle in the growth 
of wealth. Primary wealth consists of the prod- 
ucts of the mines, fields, forests and seas, and that 
out of these fundamentals comes all true wealth. 
We are coming into a form of wealth obtained by 
obsolescence. 

Prosperity by modernizing Aéeatinn will mean 
work and production for thousands of hands and 
profit and prestige for thousands of businesses, 
large and small. 

Superimpose on top of that every other busi- 
ness that must be modernized. 

We will soon see an obsolescence of machinery, 
old men and old ideas in our own industry. Time 
will remove them just as surely as it is removing 
old buildings, old-roads and old methods. The real 
value of this prosperity by obsolescence is in the 
new opportunities which it gives for employment 
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We are also getting the obsolescence of the un- 
educated. Figures show that with last year’s grad- 
uation there were 40,000,000 people living in this 
country who had a high school education or better. 
Such a proportion of educated people pre-supposes 
their appreciation of better things, quality mer- 
chandise, etc., etc. With these two factors, as 
given, we are coming into a period of greatest de- 
velopment of shoes at $10 and better—more people 
with money to buy, and more people with intelli- 
gence to spend their money for quality goods. 

With these factors as extra items over and above 
the fundamental products of mines, fields, forests 
and sea, we are heading into a spring season of 
real prosperity. The fact that the machine has 
displaced arduous labor and that the time per per- 
son at work lessens as prosperity grows, is an 
added index to the fact that leisure brings about 
luxury, and it is expressed to some degree in ap- 
parel, colors, and naturally, footwear. 


Axes to Grind 


PICTURE of a man approaching a grind- 
stone, one hand holding an axe, the other 
beckoning some one to come and turn—that is said 
to be the truest representation of mankind. 
“Come, turn the grindstone for me, my hand- 
some lad,” might be en- 
graved upon the 
escutcheon of the aver- 
age human. 
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becomes a cynical, hardened, selfish “do-nothing- 
for-nobody” after his experience at the handle. 
We do not mind a small job of axe grinding now 
and then. We expect no thanks and ‘seldom are 
disappointed. When the job is a nice, neighborly 
affair, “between friends,” we really enjoy the exer- 
cise. But when the job looms into herculean pro- 
portions and the man with the axe is palpably a 
self-seeker and a hog, we duck for cover. 


& 
Weather Again 


‘ PPAREL at retail is tremendously affected 
by the conditions of weather. That’s a con- 
clusion that was arrived at at a recent all-merchant 
meeting. Evidences are that what best serves 
business at retail is seasonable weather. England 
has been experiencing in October a most peculiar 
hot spell. Nothing is quite so rigid as the require- 
ments of dress by the season and for events than 
in England. The fact that seasonal weather has 
been delayed has meant loss of sales in the millions. 
In America, because of the size of our country, 
we have actually five countries. From Pittsburgh 
northeast the mildness of Fall weather has affected 
trade. This district has a characteristic of style 
and demand somewhat different from every other 
section of the country. 
The South, east of the 
Mississippi, has a some- 
what different feeling 


Mankind is inherent- 
ly selfish—he looks out 
for Number One be- 
cause self-preservation 
is the first law of na- 
ture. Few there are 
who have no axes to 
grind. And fewer still 
are the words of thanks 
to the man who blisters 
his palms and breaks 
his back turning the 
grindstone for human 
hogs. 

The bigger the job of 
grinding the smaller 
the compensation; the 
harder the kick in the 
pants; the more scath- 
ing the words of dis- 
missal. 

One experience of 
turning the grindstone 
usually spoils a willing 
worker. Many a fine, 
public-spirited citizen 


The Reason Why 


JOHN TAYLOR DRY GOODS CO., 
Kansas City, Mo. 


I think the RecorperR affords more real con- 
structive shoe news to the retailer than any other 
trade paper. Your write-ups and suggestions as to 
how to get more shoes sold right, better advertis- 
ing, and particularly your stand on the “Sale” 
evil I admire very much. Also enjoy reading 
Madame Jeffries’ editorials with their valuable 
advice on fashion trends. 

I have been a reader of the RecorpER for over 
25 years and anxiously await each week’s issue. 

Wishing you continued prosperity and success, 
I am, Very truly yours, — 


(Signed) H. C. VOLLRATH. 
* * 


Mr. Vollrath has the reputation of being one 
of the ablest shoe merchandisers in the West. 

We are proud of his quarter-century member- 
ship in the Recorder family, and happy to know 
how useful the Recorder has been to him. 


President 


for style, colors, mate- 
rials, etc. The Middle 
West and Texas have a 
harmony of style and 
demand; the Northwest 
district has another 
feeling for trade, and 
the Pacific Coast has its 
differences. 

America, therefore, 
is fortunate in having 
a diversity of climates 
and a diversity of de- 
mands, and in some 
ways a diversity of 
prosperity. It is possi- 
ble, therefore, to equal- 
ize the sale of merchan- 
dise nationally, giving 
to trade in general a 
normal foundation of 
demand, increasing 
progressively each year 
as population and 
money expands. 


| 
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Even the shoe boxes 

carry out the modernis- 

tic design and color 
scheme 


Now Comes the Store tn 


oral 


monious trim distinguishing Wolock & Nauer’s 
sixth store in Chicago and located at 6338 South 
Halsted Street. Saturday, Sept. 28, witnessed the 
formal opening. Silver and black impart a brilliancy 
to the windows. Black and coral combinations lend a 

. wonderful warmth within. 

The window backgrounds are of natural grained, 

light colored woods forming highly polished panels 
separated by mirror cut-outs. A fine decorative bit is 
the entrance pendant light suspended from the arcade 
dome. Formed of clouded glass, it is illuminated by a 
300-watt electric lamp, constituting a very clever indi- 
vidual piece conceived by Victor S. Pearlman. 
_ Opaque glass in original designs forms the lighting 
fixtures which illuminate the store interior. Combined 
with the decorative skylight, the visitor gains an im- 
pression bordering on the ecclesiastical. 

Inability to reproduce the color effects precludes 
conveying a proper conception of this attractive shoe 
store. 

The management of the store is in the efficient hands 
of J. Koven, former assistant manager of Wolock & 
Bauer’s State Street store—their first downtown loca- 
tion. Here, indeed, is a worthy addition to the other 
half dozen shoe stores within a single block in this 
busy outlying district at Sixty-third and cabana. Halsted 
Streets, Chicago. 


FS modernistic motif is reflected in the har- 
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The 
Children’s 
Department 


ORTLAND, Maine, held its annual seven-day 
Pircarsivai the week ending Oct. 13, with retail 
shoe stores and shoe departments cooperating 
in the movement for greater prosperity through the at- 
tractive showing of quality goods. From the Home 
Beautiful Exposition of artistically built and furnished 
houses, just outside the city, to the “Footwear Beauti- 
ful Expositions” in the windows and shop interiors in 
the city proper, all was consumer appealing. 
No attempt was made to reduce prices. New styles 


were shown, and the public bought, because “King 
Carnival” put them in their “spending-est” mood. 
Porteous, Mitchell & Braun for the past fifteen years 
of its quarter of a century existence has been selling 
high-grade and medium-grade quality footwear to the 


women and children of Portland. The slogan of this 
house is “Service—Value Giving. We are responsible 
for the quality of merchandise sold.” 

Business has grown steadily with Porteous, Mitchell 
& Braun as a result of their progressive merchandising 
policies, and so a short time ago they 
were obliged greatly to increase the size 
of their store, now measuring about 75 
x 35 feet, to meet the demands of an in- 
creasing trade. 

The women’s and children’s shoe de- 


Regular seats as well as animal chairs 
are used in the new children’s de- 
partment 


BOOT AND SHOE RECORDER 


General view of the shoe department in the enlarged 
store of Porteous, Mitchell & Braun of Portland, Maine 


partments were also increased in size and were moved 
farther up front. The woodwork of the shoe depart- 
ments is in genuine mahogany, in keeping with the 
fittings of the rest of the store; the carpet is in a dark 
taupe shade. The cartons are attractive and within 
easy reach of the salepeople. 

Emphasis is placed on well-lighted cases and displays 
generally. A permanent elaborate showing is made of 
slippers, buckles and other accessories. Stephen J. 
Gaffney is buyer, and is assisted in the women’s de- 
partment by Lee Norton. Miss Helen Sweeney is in 
charge of the intriguing children’s department. 
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ashion 


Sunburn Becomes the Basis for an Absolutely New Style 
Development in Dress and Shoes 


BY MADAME HAMILTON-JEFFRIES 


IKE an invasion of a new and international style 
trend comes the over-powering interest in sun- 
tan. Although women had a flair for this mode 

some years ago it was premature presentation, as life 
had not thoroughly evolved into the freedom neces- 
sary for sun-tanned atmosphere. 

In France, at the fashionable resorts, sun-tan quick- 
ly became fashionable last season. It was a fitting 
moment as the current mode, the general life and the 
age of sports and luxury developed a becoming back- 
ground. 

Naturally the fashionable woman loves exclusive 
expression and usually basks in things which are ob- 
tained at a fabulous price and are enjoyed only by 
those of financial ease. 

Sun-tan was not so priceless, but the time required 
to obtain painless and harmless tan was of such dura- 
tion that it required endless hours of leisure. For 
those who lived in the work-a-day world this fashion- 
able tan was almost impossible and obtainable only 
at week-ends. 

The desire for a deep-rooted tan was often the cause 
of any amount of discomfort, freckles and endless 
peeling of skin during the process. 

Hardly had the tempo of sun-tan entered into the 


Throats of shoes are of 
great style importance. 
Here is a Trotteur tan 
pump with Lido Sand 
throat design with piped 7 
edges 


The sun burned beige with 

a white buck side panel in 

a fancy side over-flap ef- 

fect with a laced leather 
inlay. 


swing in France than an attractive powder of the same 
coloring appeared on the market. One application 
over the body and the desired tan is smooth and ef- 
fectively colorful. 

As one fashion evolves another, the stockingless 
legs followed—using the sun-tan powder on the bare 
leg as a substitute for stockings. This mode has a 
direct and important bearing on shoe and lining ma- 
terials as well as on shoe construction. Lightening 
of the weight of shoe is now a most important theme 
in shoemaking. 


HE silk manufacturers, always keen to watch the 

pulses of the times tempered their pastel shades 
which were created for the more feminine expression 
of women and by adding sun-tan to brilliant and pas- 
tel colorings, obtained a new and intriguing interpre- 
tation of color. 

Naturally this interpretation added new tonal 
blends until we see a spring of vanilla, geranium and 
pink. chartreuse, lemon and brilliant pastel hues. 

In this sun-tanned movement both the sport and 
feminine movement are covered by an extreme sub- 
tlety. Twills, foulards and piques are back in the 


‘mode for jacket suits. Young lines are incorporated 


Snake for springtime 

shows style possibilities 

in this double tone. Black 

vamp and heel with gray 
quarter 
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in every spring style which is carried into shoe styling. 
Neutral shoes in oxford combinations, pumps with deep tips 
or pom-poms, tapestries and colorful awning cloth, suede, 
kid and buck combinations are shown. 

Matching costumes are not seen so much as accents and 
blends. Three harmonies will be styled for shoes this sea- 
son, or two harmonies and a daring complement for trims. 
Three different leathers of different tones, or two different 
fabrics with leather accents are seen; for example, flambeau 
vamp of one shade, a quarter of satin three shades lighter 
and the two-toned leather complements. 


‘HE active sport shoes are canvas, awning fabrics, mo- 
hair and tapestry weaves, buck and calf, or suede and 
calf. 

The dressier sports are kid, satin, figured crepes, suede, 
twill and mixtures. The active sports are two-eyelet or heel 
with strappings with long laces to be tied about the ankle, 
while the dressier sports anticipate pumps, open shanks, 
sandal adaptations; also clog accents with strappings. 

As it is a stockingless made, linings of shoes are most 
important both in color and texture. Pajamas for Palm 
Beach and playground wear will be colorful or black with 
accents and will be worn for lounging, tea and bridge by 
the smart set. 

Bathing suits have athletic trunks, knit tops in color, and 
have a white silk sport blouse of slip-on character for those 
who drive back and forth from the bathhouse. Silk ban- 
dannas will be worn in place of hats either in turban, jockey 
or gypsy fashion. Foulards and sampler motifs promise a 
newness to the mode, especially when combined with natty 
silk jackets unlined, flared skirts and other accents are made 
intriguing by unexpected gussets or flares. 


ENNIS suits are one-piece pique of wide wale weave with 

slightly belted back. These coat-like dresses are cut 
double breasted with inch-collar bandings which end at the 
rever line of the blouse. Over these one-piece effects are 
worn the colorful jackets of silk, which also styJe a ban- 
danna of the same material. 

In Paris pumps are undoubtedly very much favored this 
season, and with them are being worn small, dicreet buckles 
in galalite, fantasy enamels, mother of pearl effects, small 
inset stones and cluster effects. The extensive selling of 
buckles during the style weeks was a sure sign that there 
is a definite return to buckles. 

For some time it has been predicted that the novelty shoe 
upper made entirely from tissue paper, would prove an 
enormous success in the very near future. According to 
the sales during Leather Week, it seems that this prophecy 
has come true. Great Parisian shoemakers exhibited articles 
made of this material with indisputable results. It is inter- 
esting to note that many foreign countries, particularly Ger- 
many, England and Switzerland, are also launching these 
shoes apparently with the same success. 

As a result of the great demand for shoes of this type, 
everyone prophecies the appearance in the immediate future 
of all kinds of imitations. 

The reason for the popularity of this type of material, 
especially for summer shoes, is its incredible lightness of 
weight, the possibility of obtaining an infinite number of. 
the most delicate shades, and in addition, its extraordinary 
solidity. 

A splendid contribution to the new style world has been 
made in the form of a leather with a mother of pear! finish 
which does not break or crack, is guaranteed washable and 
is extremely attractive for evening wear, It is used for 
shoes, bags and as a furniture covering. In the case of 
shoes, it is made on kid, but sheepskin is employed for the 
leather meant to make bags and furniture covering. ; 
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An outside button 
model, in black kid, 
lizard vamp and heel 

—tailored effect 


Silver wing gray 
quarter with a dark 
gray lizard forepart. 
The tasseled end 
circles the throat 
and drops on the 
outside of the vamp 


The overlay of leath- 
ers at the throat 
gives a new treat- 
ment to pump lines 
in this black kid 
with brown lizard 
trimming. Imitation 


laces across’. the 
throat 
Black suede with 


gunmetal saddle un- 
derlay and the line 
of leather gold pip- 
ing goes under a bar 
at the throat 
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WO and a half years ago two young shoemen, 

‘J. F. Nelson, who was assistant to Ray Mann at 

the Cutler store in Chicago, and R. E. Carveth, 

who was on the floor at the same shop—went to Rock- 
ford, Ill., purchasing the lease and stock of a rather 


ordinary looking store. 
They put in a line of 
staple and novelty shoes 
at one price—$5.50. 

They made a point of 
fitting everyone, carrying 
AAA to E widths in arch 
support and staple style 
shoes and AA to C in 
novelties, concentrating 
their purchases with the 
Craddock Terry Corpora- 
tion and its subsidiaries. 
They created snappy 
newspaper ads, took ex- 
ceptional care to fit cus- 
tomers properly and 
please them with styles 
and from a fair beginning 
were soon able to effect a 
rapid increase in sales. 
Their growth was such 


NELSON-CARV 
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STP SO os 


' This new front on the Rockford store of Nelson & 
‘Carveth has a depth of 25 ft. 
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This handsome island showcase flanked by arched entrances can be seen a block away 


Store Hard Miss 


The Value of the Island Showcase is Twofold—It 


Displays and Serves also as a Beacon 


as to enable them to open another store in Sycamore 
last year, and has continued at a pace that warranted 
the installation at the Rockford store this Fall of the 
handsome new front shown above. 

The entire store is remodeled. This new front goes 


back to a depth of 25 feet, 
with a large island show- 
case on corner, 
flanked by arched en- 
trances to the lobby. 
Men’s and women’s shoes 
are sold on the main floor 
and a department for chil- 
dren’s shoes has been in- 
stalled in the basement. 
There are 84 lineal feet 
of window space in the 
new front. The windows 
have a light walnut trim 
surmounted by a brown 
tiffany panel. The dis- 
play fixtures are of wal- 
nut in a light tone. The 
tops of the windows are 
of less than average 
height, to give added 
prominence to the mer- 


[TURN TO PAGE 99; PLEASE} 


° 
hay 


Nightmare 
Nickel 


A shoe merchant in a certain Western city recently said to 
us: “I wish you could stop So-and-So down the street (nam- 


ing a competitor) from cutting on Comfys. It makes it 
mighty hard for me.” 


Naturally we were interested, so we checked up. The re- 
sult was surprising. On two numbers, the competing mer- 
chant had put a price ten cents lower. And, strangely enough, 
on several items he was equally higher than the figures of our 
friend. And we found Friend Competitor worried about that! 


Each used his own ideas of mark-up, and because the re- 
sults didn’t exactly match both were greatly disturbed. They 
were both haunted by the nightmare of the “nickel chaser.” 


Now the facts are that Daniel Green quality and Daniel 
Green advertising have made Comfys so stable in value, that 
no sensible merchant thinks of really cutting prices on them 
any more than he would offer gold dollars for 98 cents. 


Of course, there are always a few who try “football” meth- 
ods, but we have our own way of dealing with them. But 
for the merchant who builds his success on honest quality 
merchandise and fair prices, the “nickel chaser” means noth- 
ing. His customers come to him, and stay by him because 
of his service, and he will be doing business at the old stand 
long after the price cutter is gone and forgotten. 


DANIEL GREEN FELT SHOE CO. 
General Offices 


DOLGEVILLE NEW YORK 
Sales Offices 
10 East 43rd Street 10 High Street 29 East Madison Street 
New York City Boston, Mass. Chicago, Ill. 


Daniel Green 
Comfy Slippers 
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tells the 


omen clamor 


DAILY MAGAZI 
Cecile Surveys the Shops 


Some of the Attractive Things Offered and a Key to Where 
You May Find Them 


i 


O trade-name was 


given when 
“Cecile”, of the New 
York Evening World, 
told women the story 
of Foot Saver Shoes, in 
the article reproduced 
at right. But hundreds 
of women wrote in, that 
evening, begging her to 
tell them where these 
shoes could be bought. 


larly interested in at least two of 

the shops I am telling you of to- 
day. The first news is going to cause 
sighs of relief from all feminine pedes- 
trians, because it concerns a newly es- 
tablished shop which sells only a certain 
make of shoes, scientifically planned so 
as to give the maximum of support and 
luxurious comfort, which are at the 
same time as smart as you could pos- 
sibly yearn for. You might say that they 
are secret service comfort shoes. Cer- 
tainly they give not the slightest inkling 
of their mission. 

I was recommended to this shop by a 
friend of mine who had bought a pair of 
shoes there, and freely confess that I 
am thoroughly “sold” on them myself. 
Ordinarily I would have to be chloro- 
formed before I would put on a pair of 
regulation comfort shees. 

You can get swagger tailored shoes 
which have the added virtue of being 
agreeably light in weight. It has been 
my experience that most so-called sen- 
sible shoes are so heavy and therefore 
uncomfortable that they only look sen- 
sible. Also you can get many varities of 
afternoon shoes, made of various fa- 
vored material, including the much cut 
out kinds which in ordinary makes of 
shoes could actually be sued for non- 
support. 

The most important of the internal 
arrangements which induce all this 
comfort is a flexible steel shank im- 
bedded in the sole of the shoe. Thus the 
sole always hugs up to the arch of the 
foot, supports it when you throw your 
weight on it, follows every bend and 
flexing of your foot when you remove 
your weight. This shank is placed in 
the sole with the utmost precision. As 
one walks, the weight is involuntarily 
distributed from the heel to the outside 
of the foot. Therefore, the steel shank 


Wins are going to be particu- 


is carefully placed along the outer edge, 
following the curve of action of the foot. 
These shoes induce the healthy exer- 
cise that the foot needs, for the steel 
shank, while firmly anchored at the 
heel, is free at the ferward end. Thus 
it follows the movement of the weight 
up and down as the spring responds to 
the weight of an automobile. Therefore 
the foot is exercised and correctly sup- 
ported, yet never trussed up on a rigid, 
unyielding arch. 

There are other technical features 
which I have not the space to explain. 
The effects are more important than 
causes to us anyhow. Just go there and 
try on a pair of shoes, as I did, and 
actually feel the results. You will be 
astonished to realize how the weight is 
lifted from your toes, and will be glad 
to feel sure that your foot cannot pos- 
sibly slide forward, crowding it and 
straining it, forcing your toes uncom- 
fortably against your shoe with every 
step you take. 

While this shop has just recently 
opened in New York, this most satis- 
factory make of shoes has been well 
known and sworn by for years by per- 
sons in the West and Middle West. 
They had to enlarge their factory facil- 
ities before they branched out in the 
East. New Yorkers are such a race of 
pedestrians, from necessity if not from 
choice, that they should do a tremen- 
dous business among those who demand 
smartness with their comfort. 

The prices are just as comfortable. 
They range from $10 to $16.50. The last 
named price will bé charged for shoes 
of genuine reptile skins, which they will 
have in stock very soon, and for shoes 
ordinarily priced at $13.50, which are 
made to order. For $13.50 they have in 
stock a most attractive assortment of 
shoes made of kid, suede, patent leather, 
&c. 


Copyright, Press Publishing Co. {N. Y. Evening World, 1928} 
Reproduced by permission of the N. Y. Evening World 
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for the Address 


PULITZER BUILDING 
PARK ROW, NEW YORE 


Dear Madam: 


4 The item appearing in "Cecile’s" column in 
The Evening World, and concerning which you have made 
inquiry, may be found at 


Foot Saver Shoe Shop---26 W 39th St. N.Y.C. 


We hope this form of special shapping will 
prove serviceable, You are urged to call for this in- 
formation as often as an item of interest to you appears, 


Very truly yours, 


THE WORLD. 


@-XECILE’S” reply, reproduced above, sent them 

by scores to the New York Foot Saver 
Shop—article and letter in hand—to buy Foot 
Saver Shoes. You can put this selling story 
behind your shop, by writing us for details. 


CINCINNATI, OHIO 


sh 
New YORK 
+ 
ae 
4 Oct. Sth, 1928 


BOOT AND SHO#H RECORDER November 3, 1928 


Satisfy the Foot as well as the Customer 


foot is a trifle smaller. Our 
REPCO stretcher, however, 
will ease that shoe in such a 
way that it will never cause 


YES... that’s exactly 
what I want. Even 
‘| though they are a 
half size smaller, this partic- 
ular style may be real com- | 


you discomfort.” 


fortable.” 

*‘Let’s slip them on, madam. Now, @Just how frequently this situation 
bear your weight, please, and step arises is best known by the salesman 
rather solidly. How do they himself. His careful fitting 
feel?” gains and holds desirable 


trade. In the retail shops an 


“Well, this one seems a lit- } 
tle too snug. But perhaps it’s A\~ 
imagination because they are 


S 


new. 


“Nearly every- orderly equip- ‘ 


one’s feet vary, ment of stretch- 

madam. Appar- ers is necessary <= (fe 

ently your left — in all sizes. 


REPCO STRETCHERS 


The wood is fully seasoned rock maple 

and the blocks are conneéted by a strong 

~ steel hinge. The aétion is easy, accurate 

and dependable, through a simple mech- 

anism—toggle joint and slow aaion 
thread screw. 


<{oe 


For Sale by Shoe Findings “Dealers 


United Shoe Machinery Corporation, Boston 


San Francisco “Branch: 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City 
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No. $7371. . 


Black Kid One Strap with Applique 


Strap of Black Suede 


59. Metatarsal Arch Rest Last, 


No. 
14/8 Leather Heel, Goodyear Top. 
No. $7372. . 


Same as $7371, only in Patent with Ap- 
plique Strap of Mat Kangola Calf. 14/8 


Covered Celluloid Heel. 


NEW DREW SHOES 


vf n-Stock 
n-Style 


the Chela 


Chestnut Brown Kid 3 Eye Tie. Cut-* 
out with Inlay of No. 45 Calcutta Calf. 

No. 57 Metatarsal Arch Rest Last, 14/8 

Leather Heel with Goodyear Top. 


the Oria 


Patent, with Strap and Trim on Quarter 


of Mat Kangola Calf. Cut-outs. No. 50 
Metatarsal Arch Rest Last, 14/8 Cov- 
ered Wood 1. 


Hee! 


the Celeste 


Black Kid Vamp, Black Kangola Quarter. 5 
Eye Tie Oxford with Cut-outs. No. 57 Meta- 
tarsal Arch Rest Last, 14/8 Covered Heel. 


Black Kid Gored Pomp with Tongue 
of Black Kid and Black Suede Inlays. 
No. 50 Metatarsal Arch Rest Last, 14/8 


Same as $7361, only in all over Patert. Covered Wood Heel. 

No. 87370. . . . $5.90 
Same as S7361, only in Chestnut Brown Kid. Same as $7369, only in Patent with 


Black Suede Inlays in Tongue. 


the Rosamie 


Black Kid with Black Suede Inlays un- 
der Whole Cut-outs. 3 Eye Tie, No. 57 
Metatarsal Arch Rest Last, 14/8 Cov- 
ered Wood Heel. 

Same as $7367. only in Patent with 
Black Suede Inlays under Whole Cut- 
outs, Celluloid Covered Heel. 


The new Drew Arch Rest Shoes °° 
minute, fashionable, smart... guarantee the dealer ac uick 
turn-oyer and an added prestige for his store. Never a0 
there been smarter correct shoes on the market than these 
modern Drew models eee and the nation-wide advertising 
campaign behind them, plus the variety of In-Stock styles 
ready lor immediate shipment - +. assure you igger sales, 
better profits, and a new list of fashionable customers. 


DREW 
ARCH REST 


Shoes for Women 
“Keep the foot small”’ 


THE IRVING DREW COMPANY 
PORTSMOUTH, OHIO 


the Helen 


styled up-to-the- 


; . ck Ki ye Tie, Cut-outs. No. 269 Arch Rest 
$5.25 Last, 14/8 Leather Heel with Goodyear Top. - 


« $5.25 


Black Kid, No. 269 Arch Rest Last, 
14/8 Leather Heel with Goodyear Top. 


Same as $7185, only in Patent. 
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. — quarter linings of velvety, glove-smooth texture 


have replaced the split leather of yesterday— just as 
modern materials, modern methods and modern 
craftsmanship have replaced the boar’s bristle, the 
waxed end and the wood peg. 
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“Kemisuecde, the new, revolutionary achievement in quarter 
‘linings, has become the hall-mark of fine shoes because it — 


. permits expert 
craftsmanship 


. . wears longer 


. . is non-staining 


is non-chafing 
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MODERN 


A 


“It never chafed a stocking”, says the alert shoe-salesman 
as he pridefully points to the soft, velvet-like quarter lining 
of Kemisuede—and, thereby, influences his customers 


sales-ward. SHOE PRODUCTS DIVISION 
The Setberling Rubber Company, Akron, Ohio 
KEMISUEDE QUARTER LININGS 
BEARFOOT SOLES 
SEIBERLING HEELS 
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624 Broadway 


Clean Your Shelves 


of 


Discontinued Lines 


N AS 
RNa 


chant, manu fac- 
turer, jobber keeps his stock 
clean of all discontinued lines 
by selling direct to Kirsch- 
Blacher, who export to their 
outlets in foreign countries. 


The best business practice, as 
sponsored by business papers 
and merchandisers, insists on 
a periodical close out of all 
dead stock. | 


Manufacturers, merchants 
and jobbers who are desirous 
of converting their dead 
stocks into cash, are requested 
to get in touch with us. 


KIRSCH-BLACHER 


PANY -INCORPORAT 


Jobbers and Exporters of Shoes 


New York 


IC 


252525 


6262600909000 
2525252525 
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New! Ornamental! Convenient! 
The 


“CHAMPION” 
BUCKLE FOR OXFORDS 


PATENTED 


Preserves the original beauty of the bow 
regardless of wear. By simply pulling 
the laces down, or by snapping the 
buckle, the laces are instantly fastened 
without tying knot or bow. 


This convenient and novel fastener 
will be most interesting to your cus- 
tomers, and cut down sales resist- 
ance tremendously. Ask your manu- 
facturer to show you samples of ox- 
fords having this innovation. 


Ambecor Corporation 
11 W. 42nd St. New York, N. Y. 
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USKIDE SOLED SHOES 
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How increased his heavy duty 
and medium priced business 


ERE is the story of one well-known and successful retailer’s experience 
with Uskide and Ustan Soles. 

This man, operating several stores, does a large business in heavy duty 
and moderate priced dress shoes. 

His business has been built upon the policy of giving a generous measure 
of service and long wear with every purchase. 

Five years ago he realized that his good faith in sustaining this policy 
was being questioned by his work shoe and moderate priced dress shoe 
customers. 

An average of two complaints a week relative to the wearing quality of 
his bottoming materials set up the danger signal. 

What should he do? His technical knowledge and experience directed 
his thoughts toward composition soles. His salesmen were against them— 
“they’d be hard to sell—customers would be suspicious of substitutes.” 

But this man was not thinking in terms of substitutes. He was thinking 
in terms of the greater durability and the bigger dollar value he could 
give his customers. 

After careful study and discussions with his sources of shoe supply he 
adopted Uskide. 

Here, he believed, was a material of such superior quality that it would 
be regarded as a constructive development in shoe making rather than as 
a substitute and would be welcomed by his customers. 

That he was right is attested by the constant and appreciable increase in 
his volume of Uskide business during the past five years. 

Bear in mind too that these years were marked by a general depression 
in the shoe business and that when he chose Uskide, leather had not 
advanced to its later prices. 

Today the demand for Uskide Soled Shoes comes from every state in 
the Union. If you are not carrying Uskide Soled numbers consult with 
your manufacturer’s representative the next time he calls. 


United States 


Sole and Heel Department 
1790 Broadway (Room 405) New York City 


Heel Products 
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Modern Fixtures 


Made by Goodwin 


Sell Shoes 


Send for Your Copy of 
Latest Catalog 


One of hundreds of Shoe Stores 

installed complete by Goodwin 
This 50-page authoritative shoe fixture 
catalog should be in the hands of every 
operator of a retail store. It illustrates the 
extensive line of shoe fixtures which are 
made by the specialist who builds more 
complete shoe stores than any other manu- 
facturer. It shows a wide variety of fix- 
tures at various prices for every shoe store 
purpose. We will be glad to send you a 


copy. 
C.L.GOODWIN & CO., INc. 
WORCESTER 
MASS. . 


- Also Misses and Child’s 4-Buckle Overshoes. (Regular first 
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TOP Quality at LOWEST Prices 
Women’s Price $1.25 
Price 1.15 
Child’s Regular $1.35 
My Price 1.05 


No. 284—All Black Cotton — 
No, 288—All Tan Cotton J 
No. 311—Brown and White a Mixture, with Brown and White 
No. 397. Cuff and i 

0. —Three-color Li 
No. 899—All Tan Bark Mixture. sas —_— 
Same numbers in Misses and Child’s sizes. 
Strictly first sep merchandise. Every pair guaranteed. 
Packed 12 pairs to : Women’s FE=S/T-S70—-470 ae 
11/2—12/2; Child’s *7/10°—-8/ 


quality—every pair guaranteed.) Black Cotton Jersey—Tan Lin- 
ing—‘‘Corrector” Last (Very Wide)—Will fit girls or boys shoes. 
Misses 11/2 —12/2— $1.35 
Child’s 1.25 
We carry lines of underpriced Rubber Boots, Over- 
shoes, Cu, f Gaiters, nay and Light Rubbers for the 
whole family. 
Let us know your requirements—we will be pleased to 
submit sample pairs. 
Prices Net F.0.B. Boston 


J. A. KEMLER ios tincom st. Boston 


Underpriced 


il 


Chestnut at Ninth Street 
PHILADELPHIA 


The traveller or permanent 
guest is assured of attentive serv- 
ice, enjoyable environment and 
the highest refinements of good 
living at The Benjamin Franklin. 
Here you will find, combined in 
an unusual manner, the tradition- 
al liospitality of 
more leisurely = 
times with the = 
most modern 
hotel appoint- 
ments. 


| 
Goonwines 
ay EMERSON SHOES HE = 
=. 
Rates commence 7 
= 
j 
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NOTE THE NEW PRICES 


They Mean Increased 
Sales and Greater Profit 
for You! 


LYONS HOSE PROTECTOR CO. 


OMAHA, NEB., U. S. A. 
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BIG ORNAMENT SEASON 


VICTORY Improved Buckle Holder 
(PATENTED) 


IN DEMAND, 


We present the Improved Victory Buckle 
Holder with pin-like prong raised up from 
the under-jaw and a nib projecting down- ~ 
ward from the upper jaw—thus assuring a 
Buckle Holder that cannot be accidentally 
detached from the pump. 


Plain pumps are very strong this Fall and 
Winter, and this means ornaments galore. 


Experience has shown the Victory Buckle 
Holder as a good seller and a repeater. 
Samples sent on request. We are the orig- 
Infringers will be prose- 
cute 


Fleming & Keevers Co., Inc. 
MANUFACTURERS 


NORTHAMPTON, 
MASSACHUSETTS 


Do You Fit 
’em? 
Today Fir is the most 
important factor in shoe 
retailing. LOUISE 


You can’t properly fit your 
trade with one width any 


more than with one size. 


YOU MUST CARRY 
WIDTHS and 
THAT IS WHERE THE 
ENNA JETTICK ll | 

Hea/th Shoe 


FITS INTO THE PICTURE 
with 71 styles in stock— 
carried from AAAA to 
EEE—priced to retail at 
$5 and $6. 


DUNN & McCARTHY, Inc., AUBURN, N. Y. 


Yl 
ABV, 
Y 
Y 
— 
YY 
| 
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| 
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AT 8:15 IN THE 
MORNING 


THE SATISFIED 
CUSTOMER HAS 
LAST MINUTE 
CONFIDENCE IN 


HIS CORDO HYDE LACES 


For want of a lace—the train was lost. For want of the train— 


the business was lost! 


There’s a feeling of flexible strength in Cordo Hyde Laces 
which adds prestige and dependability to any shoes laced with 
this Ace of Laces. 


If you make shoes—if you sell shoes—you’ll find profit and 
satisfaction in every pair of Cordo Hyde laces you buy. 


CORDO-HYDE 


O. A. MILLER TREEING MACHINE COMPANY 


BROCKTON 
MASSACHUSETTS 


| 
| 
\ 
LP 


Sandals 


tyle 100 
Men’s Stitchdown Woven Sandals. 
Width: O & D only. —-_ Soles. 
ae Molded. Brown and ck Box 


These shoes are of sturdy construction. 
Will be featured during the coming season. 


Together with our line of Imported Ladies’ 
W oven Rivideau Sandals. 


WHEN IN NEW’ YORK BE SURE TO VISIT ROOM 
. 538 MARBRIDGE BLDG. 


F. & Co. 


OFFICES DEPT. B — 1440 BROADWAY 


SHOWROOM: 538 MARBRIDEE BLDE.. N.Y. 


Coming to NEW YORK? 
The 
HOTEL M‘ALPIN 


is spending 


*2,000,000 


TUinois College class listex ing to lecture 


STUDY CHIROPODY 


Graduate Chiropodists Earn 


No has attracted shoe men and women more than Finest Hotel.” 
has 'y. Today many of the world’s leading 
are former shoe le who have followed up their valuable ex- EVERYTHING NEW!— 


perience at the stool with a course in Chiropody. Today 
are earning from $5,000 to $15,000 a year. 

In the United 


Rich, luxurious carpets and draperies—comfortable, mod- 

ern furniture—cheerful, seniors? IMMACULATE rooms— 

al. with tiled baths—eleven electric, high-speed, self-leveling 
elevators. eee 


These extensive iagpveamnnte are being effected without 
the slightest interruption of service. 
Next time you’re in New York, visit the McAlpin—you’ll 
physicians, surgeons, chiropodists—study in Chicago— 4 
manny Be super ye 4 Write for catalog. No obligation. notice an entirely new atmosphere of luxury, comfort, effi 


FRANK A. DUGGAN, President and Managing Director 


HOTEL MSCALPIN 


ONE BLOCK from PENNSYLVANIA STATION 


BROADWAY at 34th STREET 


-====MAIL THIS COUPON TODAY-- 


ILLINOIS COLLEGE OF CHIROPODY, 1327 N. Clark St., Chicago 


Gentlemen: Please postage , latest catalog and complete 
relative to Chiropody sed your echosl 


Mate 


q 
} 
i ee 84 BOOT AND SHOE RECORDER November 3, 1928. 
CHILDREN’S Go’ MEN’S 
Er 
ere Style 60 
8 Children’s Stitchdown Woven Sandals. 
| 
7 
ay: rom $5,000 to $15,000 a Year 
N the the end complete restoration of “New York’s 


November 3, 1928 


NTRATE AND GROW WITH CENTRAL 


CONCE 


YY 


STR. 


CUSTOMERS 


4 "A 7 43 
YU | o 


Facts About 
Concentration 


ENTRAL’S Concentration Plan is 

merely a close cooperation be- 
tween the independent retailer and the 
manufacturer to their mutual benefit 
and advantage. Under this plan, the 
retailer is able to buck chain store 
competition without actually joining 
a chain or alliance. He remains inde- 
pendent, but enjoys buying advantages 
and supervision similar to the retail 
units of the chains. 
The retailer agrees to buy all his 
shoes from Central Shoe Company, 
getting in return advertising assist- 
ance, individual service, style, infor- 
mation and merchandising plans, a 
special auditing service, use of the 
names Robin Hood and Central, and 
most important of all, an expert stock 


control system that assures quick 


turn-over, fewer mark-downs and a 
bigger net profit. These are but a few 
of the advantages of Concentration. 
Write for full information, without 
obligation. 


Hundreds of retailers are carryin 
on with greater success throug 
our plan 


BOOT AND SHOE RECORDER 


iG has been established that 72% of lost sales are 
due to the retailer not having the customer’s 
proper size in stock in the pattern wanted. It 
would involve a considerable investment to carry 
a complete run of sizes and widths in every num- 
ber of every line the retailer carries. 


You cannot keep half a dozen different manufac- 
turers’ lines in stock and keep them properly sized 
without an investment that spells slow turn-over. 
And slow turn-over means lower profits and often 
failure. Therefore it is established that— 


The Cause of Incomplete 
Stocks Is Too Many Lines 


sTt.Lous, MANOGFACTURERS U.S.A. 


| Incomplete Stocks 
Cause Lost Sales and Lost Profits 


85 
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MR. DEALER: 
Did This Ever Happen You? 


RADE Unionists buy shoes from merchants whose shoes they know bear the 
Union Stamp. The average Trade Unionist looks for the Union Stamp and, if 
missing, will say nothing as he does not care to make himself conspicuous by 


arguing with the clerk. 


Shoe Manufacturers and Retailers cannot judge the demand for Union Made shoes by | 


the number of actual requests. 


You must show the Union Stamp in order to enjoy the patronage of Trade Union- 
ists, their families and friends. 


BOOT & SHOE WORKERS’ UNION 


246 SUMMER STREET BOSTON, MASS. 
Affiliated with the American Federation of Labor 
COLLIS LOVELY CHARLES L. BAINE 
General President : General Sec’y-Treas. 
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Prices! 


No. 333 
in 
Black Calf 


No. 330 
in Brown 
Scotch 
Grain with 
Calf Saddle 


Sizes on all styles— 
B 6% to 11, C, D, E, 5 to 11 


M. A. PACKARD COMPANY 
BROCKTON, MASSACHUSETTS 
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Thank You! 


“THANKS!”... to you and our many other customers who have 
made possible the tremendous volume of business which forces us to 


seek new and larger quarters. 


An entire floor, running from 31st to 32nd Streets, consisting 
of over 10,000 square feet of space, will house our factory, stock- 


rooms, offices and showrooms. 


These added facilities will permit us to extend Better Service 
and produce a Still Finer Quality of Merchandise. 


Our entrance into the Fabric and Novelty Material field which 
has met with encouraging response, serves to emphasize the thought 


that you may always look to DEAUVILLE for the New “Live” 


Creations in shoe materials. 


A cordial invitation is extended to you to visit our New Home 


at 38-40 WEST 32nd STREET, New York City, quay the 


Imperial Hotel. . 
DEAUVILE IMPoRT (CORP 


SPECIALTIES 


38West 32nd Street | 
rk 
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Who’s 
Who 
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News of the Shoe Travelers 


Edited by HELEN M. HANEY 


Let’s Concentrate on Chicago Show 
By tHE NaTIONAL Secretary, T. A. DELANY 


N. S. T. A. Convention dates—Jan. 4-6, 1929. N. S. 
R. A. Convention dates, Jan. 7-10, 1929. Both Conven- 
tions of merchants and travelers held at Hotel Stevens, 
Chicago. Time of both simultaneous. Place of both 
identical. 

This unanimity of proposed action did not occur by 


chance, but by careful planning, for the purpose of ex- 
pressing more positively, and completely, the desire of the 


travelers of the N. S. T. A. to cooperate with the retail 


shoe merchants of the N. S. R. A. 


Reduced railroad rates have been so arranged as to 
include participation of shoe travelers in both N. S. T. A. 
and N.S. R. A. conventions. 


The N. S. T. A. management is convinced that there 
have been too many convention style shows, detrimental 
alike to the interests of travelers and retail shoe merchant. 
It is important that both travelers and merchants concen- 
trate on fewer shows, but make these few better and 
bigger. Let’s start this intensive, coordanated, effort at 


Chicago. 


All members of the N. S. T. A. should prove their 
loyalty to the N. S. R. A. by encouraging their manufac- 
turers to exhibit at the 1929 Chicago show. 


Boys, let’s rally around the two, united standards of 


N. S. R. A.-N. S. T. A. 


All together now, in a big, 


country-wide, concerted, movement to make the 1929 
Chicago show the predominating “meet” in the industry! 


RNEST Y. YOUNG, identified with 

the shoe trade through a specialty 
shoe business under his own name at 
Rochester, N. Y., is now representing 
the Racine Shoe Manufacturing Co. in 
New York and Pennsylvania territory. 
“When I learned that the territory was 
open for the Doctor Shoe,” said Mr. 
Young, “I talked with a number of 
retail merchants and then lost no time 
wiring in for this connection.” Mr. 
Young is already in the field with his 
new samples. 


C FRANK LEE has recently taken 
e on the representation of the A. E. 
Nettleton line for the West Coast. 
California is Mr. Lee’s native State. 
He formerly represented a New Eng- 
land house in that territory. 


M. BROGHAMER, after two 

* years on the Pacific Coast, has re- 

turned as sales manager to the Mil- 

waukee headquarters of the James 
Shoe Manufacturing Co. 


E. OWENS has joined the 
Interstate Sales Organization, and 
will represent Interstate in Michigan, 
Indiana, Kentucky and West Virginia. 
George was secretary and treasurer of 
the Michigan Retail Shoe Dealers As- 
sociation for many years, and has 
many .friends among the retail shoe 
dealers in the territory which he is to 
cover. Mr. Owens was at the factory 
recently to get his new line of spring 
samples, and was very enthusiastic 
over them. He says that he expects 
to interest all of his old friends in 
the Interstate lines. 


W. . JOHN- 

“SON, of 
Brockton, has 
joined the sales 
force of Thomp- 
son Bros. Co., 
Campello, Mass., 
and will act as 
special represen- 
tative for the Dr. 
George C. Davis 
Anti-Friction 
shoes. Mr. John- 
son formerly rep- 
sented the Excel- 
sior Shoe Co., 
and before that N. B. Thayer & Co. 
The Dr. Davis line is thoroughly famil- 
iar to Mr. Johnson, as he formerly sold 
it to the public, in connection with the 
Boy Scout line in a women’s and chil- 
dren’s shoe store which he opened in 
Brockton over a year ago. He will 
now concentrate on the Dr. Davis shoe 
in a country-wide showing. Mr. John- 
son is a member of the Boston Shoe 
Travelers’ Association and also an as- 
sociate member of the Southeastern 
Shoe Retailers’ Association. He has 
a host of friends through the South, 
and in other sections of a wide ran 
of territory which he has formerly 
covered. He has always been an ad- 
vocate of greater profits for the retail 
shoe merchant through Selling More 
Good Fitting Shoes. 


AUL E. CUSHMAN, who formerly 

for six years sold shoes in the 
Southland for the George E. Keith Co. 
now covers Dixie, with the exception of 
the East Coast, for Leonard, Shaw & 
Dean, including this concern’s correc- 
tive shoe line. 


T. SPENCER, for the past nine 
¢ years the coast representative for 
the Irving Drew Co. of Portsmouth 
Ohio, has lately given up his line o 
welt shoes with this firm and is devot- 
ing all of his time to selling in the 
Coast and Rocky Mountain States this 
firm’s new line of “Peerless Little- 
ways.” He resides at 9 Eton Court, 
Berkeley, Cal., and during the past few 
weeks has been obtaining gratifying 
results from his old customers on this 
line. George R. Rule, Lankershim 
Hotel, Los Angeles, Cal., has taken 
over a part of Mr. Spencer’s former 
western territory on Drew Arch Rest 
and regular welts in California, Ore- 
gon and Washington. 


J. NIEHOFF, assistant sales 

* manager of the Krippendorf-Ditt- 

mann Co., has recently returned from 

a trip through Ohio. He reports retail 
trade better, due to cooler weather. 


Fred W. Johnson 
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That Built-in Quality 


Leather Insole 


@ Shoes, like railroad tickets may look alike, but it is the 
satisfaction and service —the mileage you get — that 
counts. 


@Fourteen tanneries tan the leather, and forty-three 
specialty factories build this good leather into Peters 
‘Diamond Brand” shoes—a great output at a low cost of 
production. 


@ Each pair is built up to a high standard of quality— 
never down to a price. The heels, counters, insoles and 
outsoles—the service parts of the shoes—are made of 
good leather, well put together. No “Shoddy” substitutes 


are ever used. 


@ This built-in quality is your assurance of full value— 
service and satisfaction — and a strong reason why you 
should concentrate on 


Solid Leather Shoes 


@ Our new styles and our staple values—every style in 
the “Diamond Brand” line—is carried in stock ready for 


quick shipment. 


St. Louis 
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A. RISHEL, 
* one of the 
best known foot- 
wear men in the 
United States, 
has joined the 
Miller Rubber 
Co. of Akron, 
Ohio, as manager 
of footwear sales. 
He was formerly 
in charge of shoe 
sales for the B. 
F. Goodrich Co. 
of the same city. 
Prior to going 
with Goodrich, Mr. Rishel was con- 
nected with the Mishawaka Woolen & 
Rubber Manufacturing Co. of Misha- 
waka, Ind., as assistant sales manager. 
Mr. Rishel will have complete charge 
of the further development and market- 
ing of Shuglov, the all rubber galosh 
brought out by Miller a little over a 
year ago. 


J. A. Rishet 


ree W. MORITZ, general sales 
manager for Harsh & Chapline Shoe 
Mfg. Co., Milwaukee, Wis., recently re- 
turned headquarters from conferences 
with three of the “banner” salesmen 
for “Lion Brand” shoes, meeting with 
W. J. Lawless in Eastern Ohio and with 
Otto Lacher and F. L. Kingsolver in 
Detroit. 


ILL SULLIVAN, JR., secretary 
and salesman of the P. Sullivan 
Shoe Co., Cincinnati, is now showing 
the new Sul-Do-Pedic line in West Vir- 
ginia and Kentucky. Bill has been cov- 
ering Virginia and Maryland for the 
past year, but was recently transferred 
to his present territory. 
W A. SMITH, who specialized on 
e “Lion Brand” shoes in the re- 
tail shoe store he formerly conducted 
at his home city of Lisbon, N. D., now 
represents the Harsh & Chapline Shoe 
Co. in the Dakotas. Mr. Smith is al- 
ready in his territory. 


wee E. FINNERTY is the pro- 
gressive and proficient young 
saleswoman, hostess, and shoe model, 
who meets buyers visiting Collella & 
Leighton’s Boston office at 532 Statler 
Building. Miss Finnerty is also New 
England representative for the F. S. 
Elam Shoe Co., Inc. line of infants’ 
turns and stitch-steps, and the E. & B. 
Shoe Co., Inc., factory line of stitch- 
downs and misses’ welts. Miss Fin- 
nerty is a graduate of the Leland 
Powers School of Expression and had 
always intended to make her life’s 
work the teaching of elocution and 
literature, but about three years ago, 
she became interested in shoes and 
shoe modeling at Style Shows for Col- 
lella and Leighton, and after five or 
six months of part-time work, consist- 
ing of modeling and showing shoes to 
visiting buyers, she decided to abandon 
a professional career for that of the 
shoe business. She accordingly studied 
under Harlan P. Leighton, and is now 
a thorough shoe woman. She also acts 
as secretary to Mr. Leighton, Miss 
Finnerty is constantly adding to her 
knowledge of shoe style in its relation 
to women’s costumes, by constant visits 
to the big retail stores of Boston and 
New York, by reading fashion maga- 
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zines, and by. consultations with shoe 
and dress fashion authorities. She 
helps in the styling of the shoes, and 
also assists in selecting materials and 
shoe ornaments. Miss Finnerty is a 
perfect “4B,” and accommodates any 
of the Statler Building shoe people who 
may wish to see how their shoes fit a 
foot, which conforms to perfect shoe 
last measurements. She says “I love 
my work, and am indeed happy that 
I am now selling shoes instead of teach- 
ing school. 


Photo by Waid 

Marie E. Finnerty, saleswoman and 

model-hostess for Collella & Leighton, 

and New England representative of F. 

S. Elam Shoe Co., and the E. & B. 

factory. Her headquarters are at Room 
532, Statler Building, Boston. 


SECKLER, who represents 
M. Gugenheim, Inc., on the Pacific 
Coast, is now in his territory with a 
new line in shoe ornamentation; among 
which are “ensembles” consisting of 
dress, hat pins and neckties to match, as 
well as shoe buckles. Mr. Seckler has 
headquarters at the Hotel Biltmore, Los 
Angeles. 


Life is full of joys; if we only know 
how to appreciate them. 


D. L. Nelson 


per L. NELSON, who for 11 
years was associated with Endi- 
cott-Johnson Corporation, the last five 
years of which were in the capacity of 
assistant credit manager at St. Louis, 
has become credit manager of Shu- 
Stiles, Inc., St. Louis. 


K. FARNHAM, 

¢ 1507 Bush Ter- 
minal Sales Build- 
ing, New York City, 
who represents the 
Irving Drew Co., 
Portsmouth, Ohio, 
in the large eastern 
cities and the State 
of New York, is cer- 
tainly “stepping 
high” these days be- 
cause of his success 
in opening up Drew 
Arch Rest accounts 
in some of the larg- 
est stores in the East. Mr. Farnham 
says that he attributes his success to 
the wonderful values in his line. He 
is gratified at the spontaneous results 
obtained by O’Neill & Co. of Baltimore, 
and by Jones, Peterson & Newhall Co. 
of Boston. Both of these stores have 
recently conducted special window dis- 
plays on Drew Arch Rest shoes and 
connected them up newspaper 
campaigns that have swelled the sales 
most gratifyingly. 


B. K. Farnham 


OUIS A. LARSEN of San Fran- 

cisco, the newly appointed North- 
ern California representative of Foot, 
Schulze & Co. of St. Paul, was recently 
found dead in a San Francisco street, 
with every appearance of having been 
robbed and murdered. His body showed 
many cuts and bruises, and there were 
only 25 cents in his pockets. Only a 
few days before his death, he had been 
telegraphed $800 expense money. He 
had been employed by Foot, Schulze & 
Co. since last August. Sales Manager 
H. G. Lohman reports that Mr. Larsen 
had an excellent reputation both in 
business and in private life. He was 
50 years old. Mr. Larsen was a mem- 
ber of the Pacific Coast Shoe Travel- 
ers’ Association and a policyholder in 
the N. S. T. A. group life insurance 
feature. He leaves a widow.—UTPS. 


PRANK B. KING, chairman of the 
N. S. T. A. style committee has 
invited all the members of his official 
staff to forward their reports to. the 
National Secretary, who will compile 
them and pass them on to Chairman 
King, for presentation at the style con- 
ference, to be held at the Astor, New 
York City, Nov. 12 and 13. The mem- 
bers of Mr. King’s committee have been 
selected from a list of leading repre- 
sentatives of individual lines, grades, 
and styles, and retail prices. Mr. King 
has been chairman of the N. S. T. A. 
branch of this allied trades’ style con- 
ferences for some time and is con- 
sidered one of the best women’s shoe 
stylists in the country. He is also vice- 
president of William Goldstein Shoes, 
Inc. The other members of Chairman 
King’s N. S. T. A. style committee are: 
Thomas A. Delany, secretary; Harris 
M. Barnes, Boston; George Winn, Chi- 
cago; J. Frank Crehan, Boston; Halsey 
Elwell, Chicago; Robert Smith, New 
York; Dave Davis, Chicago; W. E. 
Campbell, Boston; N. P. Merrill, and 
L. N. Bower. 


TH] B. FORRESTER, who formerly 
e traveled Central New York terri- 
tory for Endicott-Johnson Corporation, 
has been transferred to the Allentown, 
Pa., section. 
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Trades 


Automotive 


Automotive Industries 
Automobile Trade Journal 


Motor Age 


Motor World Wholesale 
Operation and Maintenance 
Commercial Car Journal 
Chilton Catalog & Directory 
Automotive Industrial Red Book 


Hardware 
Hardware Age 


Hardware Age Catalog 


Jewelry 


The Jewelers’ Circular 


Metal Trades 
The Iron Age 


Optical 
The Optical Journal 
Petroleum 


The Petroleum Register 
Oil Field Engineering 


Plumbing & Heating 


Sanitary & Heating Engineering 


Shoe 
Boot & Shoe Recorder 


Textile 


Dry Goods Economist 


Dry Goods Reporter 
The Drygootsman 


Pacific Coast Merchant 


Toys 
Toy World 
Warehousing 


239 West 39th Street 


A. C, PEARSON 


Chairman of the Board of 
the U.P.C. 
President of the Textile 
Publish: Co., N, ¥. C. 


ing 


Its Publications Broadly 
Cover the Following 
Industries and 


Distribution & Warehousing 


UNITED PUBLISHERS CORPORATION 


Various Units 
Are All Working 


T is the purpose of the units ot 

the United Publishers Corpora- 
tion, to contribute wherever pos- 
sible, and in whatever way, to the 
advancement of their industries. 


The result of this constructive 
policy, is a group of publications 
respected by their readers, their 
advertisers and their fields. 


Leadership is a natural conse- 
quence. 


SE New York City 


FRITZ J. FRANK C. A. MUSSELMAN F. C. STEVENS 
President of the U.P.C. Vice-President of the U. P.C. Treasurer of the U. P.C, 
President of the ree a Age President of the Chilton President of the Federal 
Publishing Co., Class Journal Co., Phila. Printing Co., N. Y. C. 
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Ask for our Menihan 


STYLE SHOW Weekly In-Stock Style 


VELVETTA Suede 
in 4. Smart Styles 


FOR IMMEDIATE KINEO 
SHIPMENT! 


Round Toe 
Beith Brown Kid trim, "95.25 
as B{O13—Black Suede with 
the world’s finest, mon. 
crocking suede—is used in 
these four popular fall 
styles. The Velvetta name 
guarantees the quality of 
the material—the Menihan 
name guarantees the cor- 
rectness of style—and the 
value of the merchandise. 


“GOALER” 
Special Process 
Medium Toe 
B-930—Brown Suede with 
strap of Brown Lizard Calf.85.25 
B-933—B lack Suede with 
strap of Black Grain Calf... 5.25 


Menihan is America’s fast- 
est growing style-shoe 
house. Trigger-quick styles 
—ace-high quality—rock- 
bottom prices—three rea- 
sons why! 


Stores that stock Menihan 
shoes—make speedy sales! 
And come back for more! 
Your profit is clean—no 


left overs. And you “GARNET” 

needn’t overbuy—because Special Process 

these—and dozens of other with 
Grain Calf Trim........... $5.25 


styles—are in-stosk for im- 
mediate shipment. 


B-954—J ava Brown Suede 
with Brown Lizard Calf trim. 5.25 


Help yourself to a bigger 
fall business. Put these 
Suede Shoes on your 
shelves today. They'll sell 
fast. 


Mail your order today 


“REGENT” 
Special Process 
22/8 Heel—Round Toe 
B-978—Black Suede ........84.75 
B-979—Java Brown Suede... 4.85 
Medium Toe 
19/8 Heel 
B-934—Java Brown Suede. ..$4.85 
B-935—Black Suede ........ 4.75 


of less sm three pairs. 
THE MENIHAN COMPANY 
In-Stock Department 
ROCHESTER, N. Y. 
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Educational Features to Be Stressed _ 


at N.S. R. A. Chicago Meet 


Exhibit and Speakers at 
18th Convention to Teach 
Modern Merchandising 


CHICAGO, ILL.—An_ exposition, 
educational congress and style re- 
vue will mark the eighteenth annual 
convention of the National Shoe Re- 
tailers’ Association, to be held at the 
Hotel Stevens, Chicago, Jan. 7, 8, 9 
and 10. 

The style revue and displays of 
footwear, leather and accessories 
will possess great interest for retail- 
ers, while the keynote of the conven- 
tion program will be educational, 
with some of the country’s outstand- 
ing merchandising consultants 
among the speakers who will discuss 
modern merchandising problems of 
the day, and who will present new 
phases of retailing as well as modern 
methods of merchandising to enable 
shoe merchants to better meet the 
new types of competition which they 


are facing. 

These speakers, because of their ex- 
perience and background, are thorough- 
ly equipped to acquaint merchants with 
ideas and plans, the adoption of which 
should enable them to meet the new 
problems in merchandising shoes suc- 
cessfully and profitably. 

The style revue, which will be held 
in the Crystal Ballroom of the Hotel 
Stevens, regarded as one of the most 
beautiful settings of any auditorium 
in America, will certainly equal in at- 
tractiveness the show produced at the 
last convention, which was under the 
direction of Julius A. Goldberg, widely 
known Chicago shoe merchant. 

For weeks the general committee of 
the convention has been working with 
one of America’s leading fashion tab- 
leau directors for the purpose of ob- 
taining a main .setting for the style 
revue that promises to prove an inno- 
vation in the production of shoe style 
shows. A number of new and novel 
features will be introduced in connec- 
tion with the style revue which are cer- 
tain to make it the finest in the history 
of the association. 

In connection with the general ex- 
hibit of shoes, leather and other acces- 
sories in the exhibition hall, the con- 
vention committee is planning a num- 
ber of new and novel features of edu- 
cational value to visiting merchants, all 


8 Floors Reserved for 
M.A.S.R.A. Convention 


Philadelphia, Pa.—Eight floors 
of the Hotel Adelphia here have 
been reserved for the convention 
activities of the Middle Atlantic 
Shoe Retailers Association, 
whose fifteenth annual conven- 
tion will be held Jan. 21, 22 and 
23, 1929. 

Six floors have been set aside 
for the exhibition of shoes and 
allied lines, one floor for educa- 
tional exhibits and convention 
sessions and the remaining floor 
for entertaining. Managing Di- 
rector C. J. Mensch reports 30 
exhibit rooms already engaged. 


of which will contribute to the general 
popularity of the hall and make it one 
of the principai centers of attraction 
daily during the convention. 

it. Louis manufacturers are coope- 
rating by having group display at the 
convention and making sample dis- 
plays at the Palmer House. 

Arrangements have been made with 
all the passenger railroad associations 
covering every section of the country 
for reduced railroad rates. 

During the week of the convention 
the annual meeting of the Walk-Over 
Dealers’ Association and other retail 
units of the industry will be held. 
Marked interest is being shown in the 
coming convention by manufacturers 
in all sections of the country, numbers 
of whom will have their lines on dis- 
~lay during the show, in the exhibition 
_ - in display rooms at the Stevens 

otel. 


Akron Dealers Elect 


AKRON, OHIO (UTPS)—The Akron 
Retail Shoe Dealers’ Association, at 
its first annual meeting held recently, 
elected R. W. Schauwer, of the Petot 
Shoe Co., president for the coming 
year; John Farst, of the J. Koch Co., 
was named vice-president; Ray John- 
son, of Wagoner & Marsh, treasurer, 
and Jack Moore, secretary. The latter 
official was re-elected. Mr. Moore is 
secretary of the Akron Chamber of 
Commerce. 

An advertising campaign to stimu- 
late the purchase of house slippers for 
the holiday trade was planned and this 
will be started immediately following 
Thanksgiving. There was a general 
discussion of the rubber trade as it af- 
fects footwear. 


Pittsburghers Agree to 
Follow Rubber List 


PitrsBpuRGH, Pa, (UTPS)—Ferty- 
five members of the Pittsburgh Shoe 
Retailers’ Association in attendance at 
the first regular monthly meeting since 
the spring, agreed to follow the list of 
rubber prices formed at the regular di- 
rectors’ meeting held the week before 
and sent out in sheet form a few days 
previous to the meeting. The purpose 
of the list is to prevent serious price 
cutting. 

Members of the Pittsburgh associa- 
tion have found that the only success- 
ful method of coping with price slash- 
ing evils, which in years past have pre- 
sented themselves to dog the heels of 
the legitimate retailer each succeeding 
fall, is to agree in advance upon a rub- 
ber price list. A list similar to that 
which was sent out this fall was dis- 
tributed to the members last year. 

It is understood that many other 
Association members who received the 
list and who found it impossible to be 
present at the meeting recently held at 
the William Laird Company store will 
also endeavor to follow the suggestive 
price list as closely as possible. The 
rubber price list was found to have 
eliminated an encouraging percentage 
of price cutting last year and Associa- 
tion members are looking forward to 
even better results this year. 

The Open Forum, which has now be- 
come a part of every meeting of the 
Pittsburgh Shoe Retailers’ Association, 
was given over to questions and discus- 
sion of the new National Footwear 
Guild in behalf of which Mr. Bam- 
berger, a representative of the Guild, 
addressed the meeting. . 

Business was reported as fair and 
picking up by the majority of the As- 
sociation members. William Laird, 
Jr., president of the local association, 
presided at the meeting and it was de- 
cided to hold the next gathering at the 
a H. Stoebner store in the East 

nd. 


75% Black 


PHILADELPHIA, Pa. (UTPS)—H. J. 
Holland, buyer for the men’s shoe de- 
partment Strawbridge & Clothier, re- 
ports that 75 per cent of recent sales 
have been of black shoes. He also 
notes a tendency toward conservative 
lasts, except in the cheaper grades 
where the brogue fashion of last year 
is still a good seller. 

Mr. Holland says that in spite of the 
general tendency to cheapen the mar- 
ket that most of the sales in his depart- 
ment are made in the price class rang- 
ing from $8.50 to $12.50, although 
cheaper lines are carried. General 
sales volume is fair but not good. 
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this shoe store? 


¥es, and a very successful one at that! 


The latest idea in selling shoes is to sur- 
round the customer with all the comfort, 
charm and privacy of a drawing room. 


An excellent example of this new develop- 
ment is the shoe salon of the Potter Shoe 
Company, Cincinnati, Ohio, which is 
equipped with Milwaukee Chairs. 


Lack of space or a large volume of trade 
may prevent your adopting this idea in its 
entirety. Yet there is no reason why your 
place of business can't be made more at- 
tractive and comfortable than it now is. 


It’s really amazing how the installation of 
high grade chairs enhances the appearance 
of a shoe store, and how very much easier 
it is to sell when the customer is comfor- 
tably seated. 


Without obligation, the Milwaukee Chair 
Company will gladly make suggestions as 
to how the seating arrangements of your 
store can be improved, submitting com- 
plete cost estimates. For further details 
of this service, write The Milwaukee 
Chair Company, 666 Lake Shore Drive, 
Chicago, III. 


MILWAUKEE CHAIR 
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R. H. Fyfe & Co. Hold 
Foot Health Week 


DetrROIT, MicH: (UTPS)—R. H. Fyfe 
& Company, Detroit’s largest exclusive 
shoe store, celebrated annual foot health 
week Oct. 15 to 20 by bringing Edward 
Mathews, who is the head of the Ed- 
ward Mathews Research and is also 
connected with the faculty of Michigan 
State College, to. Detroit, to lecture in 
the laboratory of the company, on the 
seventh floor, each day. 

Mr. Mathews has spent five years in 
scientific research on feet and posture 
and told his audiences at the Fyfe 
store of the new technique and labora- 
tory methods in use at the university. 
Parents, teachers and those interested 
in physical education were invited to 
attend and each person examined re- 
ceived a rating chart and a plaster 
mold of his feet. A great deal of in- 
terest was shown in the feature. A 
scientific shoemaker and a chiropodist 
likewise gave demonstrations in the 
Fyfe windows during the week. 


Emerson Stores Being 
Dressed Up for Winter 


ROcKLAND, Mass. — Combining a 
study of conditions and inspection of 
improvements made in two of the 26 
stores it now operates in 18 different 
States, Harry S. Brandman of the 
Emerson Shoe Co. is on a swing along 
the Atlantic Coast States on a trip 
which will occupy several weeks. He 
expects to visit the Middle West before 
he returns. 

Stores operated by the company at 
Richmond, Va., and Jacksonville, Fla., 
have just been equipped .with new dis- 
play fronts, distinctive in design but 
individual in character. Work on these 
two stores completes a job of many 
months during which practically all of 
the stores of the company have been re- 
arranged to create larger and more 
modern display facilities. The company 
now has not a single store with a front 
more than two years old. 

Mr. Brandman’ departure follows 
closely upon a visit to the factory of 
Edward Muehsam, New York repre- 
sentative, and Morris Blasky, Philadel- 
phia salesman, both of whom went over 
patterns and styles with the style ex- 
pert, Fred Wakeling. 

The company is enthusiastic over its 
showing in sales of genuine alligator 
lines which it featured in fall selling 
campagins. Officials also report a 
strong demand for sports, which is un- 
usual at this time of year. In order 
to stimulate its sale of alligator lines, 
the company has purchased another 
shipment of live alligators which have 
been distributed among its stores. 


Delman’s Not in Chicago 


New York, N. Y.—Delman’s, Inc., 
operating the Delman shoe salons in 
New York, Washington, Palm Beach 
and Southampton, L. I., are notifying 
the trade that they have no store in 
Chicago. A store operating under the 
name of Delman, but having no con- 
nection with the New York company, 
was recently opened in that city. Del- 
man, Inc., sells no shoes in Chicago ex- 
cept through the shoe department of 
Marshall Field & Company. 


Shoe Sales Gained 


New York, N. Y.—September was 
a good month in New York, shoewise. 
With one less selling day, total sales in 
department stores gained 4.3 per cent 
over total sales in September, 1927, 
according to the Federal Reserve Bank 
here, while sales of shoes in depart- 
ment stores showed an increase of 14.1 
per cent. Sales of shoes in chain stores 
were 22.3 per cent ahead of last year. 
This gain is modified to some extent 
by the fact that there was a gain of 
9.9 per cent in the number of reporting 
chain shoe stores. Wholesale trade was 
less active, showing a decline in Sep- 
tember of 24.3 per cent compared to 
last year and of 13.8 per cent compared 
with August of this year. 


Clothiers and Writers 
To Attend Shoe Meeting 


New York, N. Y.—The ques- 
tion of proper color and pattern 
in men’s shoes for spring, 1929, 
will receive more than usual dis- 
cussion at the Allied Style Con- 
ference to be held at the Hotel 
Astor, New York, Nov. 12 and 
13. Representative members of 
the men’s clothing, furnishings 
and hat trades will be called in 
to take part in the discussion 
leading to the adoption of a sell- 
ing program for men’s shoes. 
This delegation will be headed by 
Joseph I. Pinto of the National 
Retail Clothiers Association. 
Writers on the subject of men’s 
attire for consumer magazines 
also have been invited to partici- 
pate in the men’s style confer- 
ence. 

In connection with the leather 
exhibit which will be staged on 
the two days in conjunction with 
the style conference, Mrs. Mar- 
garet Hayden Rorke, managing 
director of the Textile Color Card 
Association, will have a booth in 
the exhibition space where she 
will be available during the en- 
tire two days and evenings for 
consultations which may be de- 
sired by shoe manufacturers, re- 
tailers or tanners, attending. 


E. W. Peck Dead 


NEw York, N. Y.—Edgar W. Peck, 
69, head of the firm of Peck & Peck, 
hosiery retailers, which he founded in 
1885 with his brother George Peck, who 
died last year, died Oct. 23, at his home 
in New Rochelle. The firm has ten 
hosiery and apparel shops in various 
parts of the country. He is survived by 
his wife and a son, Edgar Wallace 
Peck, who was associated with his 
father in the business. 


New Detroit Store 


Detroit, MicH. (UTPS)—Herbert 
A. Mollno, Edward F. and Edward J. 
Schammburg have opened the new 
Roosevelt Boot Shop in the Roosevelt 
Theater Building at 9505 Gratiot Ave- 
nue, recently. 


Northwestern Space Date 
Advanced to Nov. 15 


MINNEAPOLIS, MINN. (UTPS)—The 
Northwestern Shoe Retailers’ Associa- 
tion has been forced by an insistent de- 
mand to advance the date upon which 
it would begin to receive applications 
for exhibit space reservations at the 
1929 annual show, April 8-10, at the 
Fort Des Moines Hotel, Des Moines, 
Iowa. Reservations may be made on 
and after Nov. 15. 

The reservation committee is com- 
posed of retail shoe dealers in Des 
Moines, F. J. Crapo, George Breck and 
James Tyler. Space reservations may 
be made through any of these dealers 
at his store, or where it will be more 
convenient these reservations will be 
made by Secretary H. S. McIntyre at 
his office, 711 Lumber Exchange, Min- 
neapolis, Minn. Originally it was 
planned to begin allotment of show 
space Jan. 1, 1929, but the inquiry has 
been so active that the change was 
deemed wise. 


Shift to Black 


INDIANAPOLIS, IND. (UTPS) —In- 
dianapolis shoe merchants have experi- 
enced a rather unusual condition in the 
past ten. days by the decided decline 
in men’s tan shoes. Some of the large 
downtown shops have found themselves 
with a very small stock of black shoes 
and a rather large stock of tans since 
the trend has shifted to black. Early 
in the season every indication pointed 
to tans with blacks moving very slow, 
but in the past ten days there has been 
a decided change, and blacks are out- 
selling tans by a wide margin. Browns 
in Scotch grains are very popular with 
the college and high school students, 
and brogues in Norse grains with the 
appearance of a Viking are becoming 
popular. 

Fred C. Schinke, manager of the 
Walk-Over shop, reports brown the 
leading color for women, especially in 
the brown suede with other colors hold- 
ing their own such as midnight blue, 
jungle green, burgundy with some rep- 
tiles, and reptile combinations. Alli- 
gator is good at present, but with the 
approaching season there will be a 
gradual drift to the patent leather. 
Buckle straps are holding their own. 


Isberg to Open New Store 


Detroit, Mich. (UTPS)—Ralph Is- 
berg, retail shoe dealer at 6506 Chene 
Street, plans to open another store at 
6529 Woodward Avenue, in the heart 
of the Woodward-Grand Boulevard 
shopping center, early in November. 
The new unit will be operated under 
the style Boyd Shoe Company, and a 
complete line of men’s and women’s 
footwear and rubbers will be handled. 


Sklar Incorporates 


Detroit, MicH. (UTPS) — Harr 
Sklar, footwear retailer at 9510 Sena 
Campau Avenue, has incorporated his 
business under the style of Sklar’s Shoe 
Stores, with an authorized capital stock 
of $20,000 at $100 per share, all of 
which has been subscribed and paid in 
in property. Mr. Sklar holds 198 


shares out of the 200 outstanding. 
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How can any stock shoe correct a 
multitude individual 


Although most feet are alike in the 
one respect that they have sore 
spots, you know that they differ 
widely in the nature and location 
of those sore spots. For an arch 
support to be of any help to the 
foot it must provide exactly the 
right elevation in just the right 
spot. So why try to meet this con- 
dition with a shoe or with any non- 
adjustable support built to arbitrary 
measurements? It can’t be done! 
But though the mountain won’t 
come to Mahomet, Mahomet can 
go to the mountain — via the Dr. 
Scholl route. Dr. Scholl’s Cor- 
rective Foot Appliances can be 
adjusted exactly to the require- 


A nominal investment provides a 
sufficient stock of supports and an 
arch fitter for their adjustment. 
Write us for complete data on 
practical foot correction. 


ments of the individual foot— 
and your salespeople can do 
this in a moment with the aid 
of Dr. Scholl’s Arch Fitter. 
Our Educational Department 
will teach them this gratis. 
Another point of impor- 
tance— these appliances stay 


With this Arch Fitter Dr. Scholl’s Corrective 
Foot Appliances may be adj dina 

for an exact fit or to increase the aoaine 
the condition of the foot improves. 


Scholls 


adjusted until improvement war- 
rants readjusting them for higher 
elevation. Where leather, felt, 
rubber, etc., pack down and be- 
come hard and lumpy, these sani- 
tary metal appliances retain their 
practical resilience. Besides insur- 
ing increased volume and satisfac- 
tion, they provide a means of bring- 
ing the customers into the store 
several times between purchases 
—a pleasant contact that defeats 
competition. 

THE SCHOLL MEG. CoO., Inc. 

Largest Makers of Foot Appliances in the World 


213 West Schiller Street, Chicago 


62 W. 14th St., New York 
112 Adelaide St., East, Toronto 
Granville Square, London 
Branches in the leading cities of the world 


The 100,000,000 circulation of 

. Scholl’s national advertising 
includes most people in your town. 
We are the world’s largest adver- 
tisers in the shoe trade. 


Corrective Foot Appliances 


Can be adjusted and readjusted in a moment 
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New Group Buying 
Organization Formed 


Detroit, MicH.—The “Shoe Retail- 
ers of Detroit,” a group buying organi- 
zation, has been recently formed by 
Paul Faust, retail shoe merchant of 
6237 Chene Street, and several other 
well-rated merchants of this city. O. 
W. Lamb, affiliated with the Bridge- 
water Workers Cooperative Associa- 
tion of Bridgewater, Mass., has as- 
sisted in forming the organization. 

The headquarters of the Shoe Re- 
tailers of Detroit will be the Detroit- 
Leland Hotel, one of this city’s newest 
hostelries. Fifty merchants constituted 
the initial group, which it is expected 
to increase to one hundred by Jan. 1. 

The purpose of this organization is 
to enable the small retail merchant to 
buy his merchandise so that he will 
be able to meet the prices of factory 
outlet stores, chain stores, and depart- 
ment stores. Terms will be the same 
as those for volume, case-lot buying, 
collectively, but shipments will be made 
individually. Members of the Shoe Re- 
tailers of Detroit will assemble the dif- 
ferent factory lines monthly at their 
headquarters, where ample display 
space will be allowed for one week. 


Harlan with Stripling 


Fort WortH, Tex. (UTPS)—Charles 
T. Harlan, formerly manager of the 
K. & M. Shoe Store of San Antonio, 
has been named manager for the shoe 
department of W. C. Stripling Com- 
pany of this city, one of the largest 
department stores of the State. 


New Providence Shop 


PROVIDENCE, R. I., Oct. 27 (UTPS)— 
G. W. Harrington has opened a new 
shoe store here. 


The Scots Are Here! 


Cedar Rapids, Iowa (UTPS)— 
The Scotch joke has had its in- 
ning and now the Beacon Shoe 
company store in Cedar Rapids 
has used a Scotch display win- 
dow to introduce their new line 
of Scotch grain leather shoes and 
oxfords for men. Albert Henry, 
display manager of the store, is 
himself a Scotsman and planned 
the display. The shoes are at- 
tractively displayed against a 
background of bright colored 
plaids. In the window is a col- 
lection of historical Scotch art- 
icles used in military and civil 
life. Several kilts appear in the 
display and a large silver snuff 
mull said to be more than one 
hundred years old. Another snuff 
mull was the property of a High- 
land chieftain. It bears the date 
1750. Among other articles in 
the window is a purse or sporran 
belonging to a Highlander killed 
in action in Flanders, and a small 
pipe used for bagpipe practice. 
The window attracted a crowd of 
spectators at all times and ac- 
celerated the sale of the new 
brands. 


These are “Hot” 


We doubt if even the British manufac- 
turer who exhibited these shoes at the 
Shoe and Leather Fair at the Royal 
Agricultural Hall, London, recently, 
had any idea that they would meet with 
popular reception. At any rate, they 
provide an interesting study in black 
and white and may presage an era of 
more “dolled-up” footwear for our 
British cousins 


Direct-Mail Style Show 


PROVIDENCE, R. I., Oct. 27 (UTPS)— 
The F. E. Ballou Company, this city, 
recently sent out circulars to all on 
their mailing list. When opened, a 
statement announced it to be a minia- 
ture fall style show. Several circulars 
were inclosed in the envelope, advertis- 
ing shoes, hosiery, and such. By group- 
ing the circulars they played it up as a 
miniature fall style showing and results 
were very good. 


A Store That’s 
“Hard to Miss 


[CONTINUED FROM PAGE 62] 


chandise. The reflectors are set up out 
of sight, no valances being used. 

Black vitrolite is used as a window 
base and also above the windows. The 
ceiling of the lobby is sanded and light 
in tone. The striped awning is green 
and tan. 

In the interior the walls are finished 
in green tiffany, except those inside the 
window back of which are brown tif- 
fany. The chairs and woodwork are in 
walnut, the chairs being upholstered in 
brown leather. The flooring is of bat- 
tleship linoleum, antique brick design 
in warm colors with a border of mar- 
ble effect. The rugs are jade green. 
Nine 300-watt lamps are used in a 60 
foot depth. Wide easy stairs lead to 
the basement, which extends under the 
—— in front to a full depth of 90 

eet. 

Mr. Nelson says that eye appeal 
is 80 per cent of the sale and it is the 
policy of this firm to have both store 
and merchandise make the strongest 
possible eye appeal. 

When work was completed on the re- 
modeling they had an opening day that 
kept 12 salespeople busy. Hosiery alone 
required three clerks, as they had a 
special dollar sale on that. Sales have 
more than doubled since the new front 


was put in. About half of this addi- 
tional business is from new customers. 


Saks-5th Ave. Dept’s. 
In Other Cities 


New York, N. Y.—Saks-Fifth Ave- 
nue shoe departments are being estab- 
lished in the Gimbel Brothers Philadel- 
phia, Pittsburgh and Milwaukee stores. 
The departments will not carry as com- 
plete stocks as the shoe department in 
the Saks-Fifth Avenue store, but the 
best selling numbers will be offered to 
the exclusive clientéle in these three 
cities. The operation of the depart- 
ments will be under the direction of the 
department personnel in New York. 


Neumegen to Manage 
New Tulsa Store 


Tuusa, (UTPS)—Under the 
management of M. Neumegen, the Star 
Shoe Company will open a new store in 
Tulsa about Nov. 3. The store will be 
located at 113 South Main Street, in 
what is fast becoming Tulsa’s “shoe 
district,” and will feature a popular 
one-price shoe. 

Mr. Neumegen is well known to the 
shoe trade. For about fifteen years he 
managed the Big Four and other shoe 
stores for Turk Brothers of Tulsa. 


L.V. Miller Dies Suddenly 


CuicaGo, V. Miller, shoe 
merchant of 2554 Linden Place, was 
found dead in his store on the morning 
of Thursday, Oct. 25. Conditions within 
the store indicated that while endeavor- 
ing to close a water faucet, his sleeve 
caught fire and he suffered a fainting 
spell during which escaping gas pro- 
duced asphyxiation. 

He is survived by his widow, son and 
two daughters. Funeral services were 
held from the Miller home at 4500 Alt- 
geld Street, with interment at Montrose 
Cemetery. 

In addition to his connection with the 
retail branch of the shoe business, Mr. 
Miller was previously superintendent 
of the Birk Shoe Co., makers of chil- 
drens’ shoes in Chicago. 


It’s a Boy! 


Fairfield, Iowa (UTPS)—Carl 
Meyers of this city, who has pur- 
chased the Wilson & Schweitzer 
shoe stock at Waterloo, Iowa, is 
a firm believer in the power of 
newspaper advertising in build- 
ing up a shoe business. He gained 
considerable attention through 
the success of his competitive 
sales. Not to be outdone, he al- 
ways staged the biggest come- 
back. The advent of a future 
shoe salesman in his family in- 
spired the following: 

“The reason for this sale—IT’S 


A BOY. Yes sir! Weighs 8 
pounds. Made his arrival at the 
hospital yesterday. Now that 


means more food, which means 
that we’ve got to make. more 
money. And the only way we 
know of to make money is by 
selling more shoes. That’s why 
we are staging this sale—to sell 
more shoes and make more 
friends who will buy again.” 
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America’s Prize Seller 


THE BILLY BOOT 
**Best Under the Son” 


IN STOCK 
Big Boys, $5.90 
Sizes 642 to 814 
Boys, $5.15 
Sizes 244 to 6 


Youths, $4.75 
Sizes 1 to 2 


Little Gents, $4.15 
Sizes 9 to 1344 


The Original Knife Boot for Boys 


There may be a kid in the country who hasn’t 
heard of Billy Boots—but we doubt it. They 
are enormously popular with boys because 
they are a part of them—just like the swimmin’ 
hole, marbles, baseball and fights. Billy Boots 
were the first boys boots on the market with 
a pocket on the side and a knife in the pocket. 
They’ve been imitated and copied dozens of 
times—only to make them the more popular. 
Sturdy and comfortable, made to fit like a silk 
sock, with sewed soles that won’t mark floors! 
Knee length (14 inches high) oil tanned, water 
turning chocolate colored uppers! Rock-Oak 
leather outer soles, inner soles and heels! 
That’s the Billy Boot—the choice of the 
American Boy. 


Other Popular Boys Fourteen Inch Boots are avail- 
able from stock priced as low as $3.85. Samples 
sent prepaid. 


RED WING SHOE CO. 
Manufactirers 


Red Wing, Minnesota Dallas, Texas 
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Nationally 


pezio Conca 
Arch Soft Toe S 


pezio dealers. 


Concave Arch 
Soft Toe Slip- 
per always in 
stock in Black 
and White Kid 
and Pink Satin. 
Elk Soles to 
order. Special 
shades to order. 


ance. Actually helps 
dancer point her toe! 


delivery on all orders. 


Plans for dealers who qualify 
as Capezio Representatives. 


209 WEST 48*ST. 
NEW YORK CITY 


Write today for Complete 
Catalog, samples and Sales 


Advertised! 


HE famous Ca- 


ve 
lip- 


per is piling up gen- 
erous profits for Ca- 
Dancers know 
this superior slipper and ask 
for it by name. Finest quality. 
longest wear, smartest appear- 


the 


Full 
stock ALWAYS—At once 


L MAJESTIC 


CENTRAL PARK WEST 
72nd STREET 


Situated in New York's finest residential dis- 
trict, facing beautiful Central Park. Only 5 
minutes from the smart shops, theatres, rail- 
road terminals. 


Service and Cuisine of Traditional Fame 


The Majestic has always been the residence of 
many distinguished visitors to this continent, 


Room & Bath - 
Special weekly, monthly, seasonal i 


\ 
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Annual Red Cross Drive 
Begins Armistice Day 


Boston, Mass.—Five million mem- 
bers for 1929 is the goal of the Amer- 
ican Red Cross in its national roll call, 
which begins on Armistice Day, Nov. 
11, and winds up with Thanksgiving 
Day. The quota of this city is 75,000 
members, as announced by A. C. Rath- 
shesky of the local chapter here at a 
preliminary meeting held at the Par- 
ker House, at which Mrs. August Bel- 
mont of New York, member of the cen- 
tral committee of the American Red 
Cross, spoke enthusiastically. 

In fulfillment of its charter mandate, 
the American Red Cross has, since 
1881, dealt with approximately 1119 
disasters at home and abroad and has 
expended more than $75,000,000 for 
disasters alone—an average, for this 
work, in excess of $1,000,000 annually 
—entrusted to it for relief. For the 
nine years since the War, beginning 
July 1, 1919, and ended June 30, 1928, 
a carefully prepared summary shows 
total expenditures of $137,911,000. In 
the past three years alone it has served 
as the agency of relief in 310 disasters, 
administering nearly $30,500,000 of re- 
lief funds—an average of over 100 dis- 
asters annually, eight each month. In 
the ten years since the Armistice, the 
Red Cross has handled a monthly aver- 
age of 140,000 claims or requests from 
veterans. 

Charles H. Jones of the Common- 
wealth Shoe & Leather Co. has again 
accepted the chairmanship of the Shoe 
Manufacturers’ Division. J. C. Lilly, 
president of The Barnet Leather Co., 
Inc.,-is the chairman of the leather di- 
vision. 

The American Red Cross receives no 
financial support from the Government. 
The scope and effectiveness of its ser- 
vice depend upon the measure of sup- 
port given by the people through indi- 
vidual membership, annually renewed. 
It is your Red Cross. These are your 
services. Join now, through your local 
chapter. 


Says Michigan Shoe 
Men Are Doing Well 


Detroit, MicH.—James J. Ertell, of 
Ertell & Butler, past president of the 
Detroit Retail Shoe Dealers’ Associa- 
tion, who has just returned from an 
extensive trip throughout the State 
during which he visited scores of shoe 
dealers in all portions of the State, 
states that on the whole the retail shoe 
business of Michigan is excellent, con- 
trary to some reports that have been 
published of late. A much more op- 
timistic spirit is apparent among the 
merchants than has been the case for 
several years. 


Woodruffs Quit Business 


ALBION, MicH. (UTPS)—Woodruff 
& Sons, footwear dealers of this city, 
have discontinued business and have 
sold their stock to L. Levinsohn, of 
Saginaw, who will transport it to De- 
troit for disposal. 


Selling Boudoirs for 
Dancing 


Boston, Mass.—C. E. Ruggles, 
shoe buyer at the local Shepard 
store reports a _ surprisingly 
growing demand for women’s 
plain black leather comfort slip- 
pers, pom-pom trimmed, to 
young ladies, for dancing pur- 
poses. Some of the customers 
order a rubber toplift on the low 
leather heels, and some a full 
rubber heel; the pom-poms are 
taken off and bright buckles sup- 
plied. The better grade at $2.50 
are the ones usually sold. Mr. 
Ruggles says that this demand 
began about three to four months 
ago. He says that slippers of 
this type may be noted on the 
feet of dancers at the fashionable 
dansants of the city. 


Lansing Shoe Merchants 
Planning Ad. Campaign 


_ LANSING, MICH.—Cooperative adver- 

tising was the topic that consumed 
most of the time at the regular meet- 
ing of the Lansing Retail Shoe Mer- 
chants Association. A committee of 
three appointed by President Joseph H. 
Burton, went into immediate confer- 
ence with T. M. Sawyer, secretary of 
the Merchants’ Association and the 
local newspapers, to see how far the 
papers would go for their part. 

A series of eight full page shoe ad- 
vertisements running once a _ week 
through November and December, is 
being planned. It was the sense of the 
meeting that by concentrating all shoe 
advertising on one page, the combined 
copy would create a more favorable im- 
pression than if it were scattered all 
through the papers as is common. 
When it was brought out that the shoe 
stores of Lansing spend upward of 
$50,000 a year in all kinds of publicity, 
the advantage of a concentrated, uni- 
fied effort, with all merchants taking 
an equal part, was made apparent. 

This meeting was called specially by 
the president, Mr. Burton, so that the 
members might meet the field editor of 
the BooT AND SHOE REcorDER, Harry 
R. Terhune, who was the guest of 
honor. 


Shoes in Progress Exhibit 


CoLumBus, OHIO, Oct. 27 (UTPS)— 
The Ohio Progress Exposition, held at 
the Columbus Auditorium, Oct. 25 to 
Nov. 3, under the auspices of the Ohio 
Chamber of Commerce to commemorate 
the 125th anniversary of the admission 
of Ohio into statehood, showed that 
Ohio is one of the foremost States in 
the manufacture of shoes. Displays of 
shoes and shoemaking processes were 
made by the H. C. Godman Co., of 
Columbus, the Selby Shoe Co., Ports- 
mouth, the Excelsior Shoe Co., Ports- 
mouth, the Irving Drew Shoe Co., 
Portsmouth, and others. 

The Vulcan Last Corporation also 
had a display showing lasts and wood 
heels made by that company. 


Everett Nordstrom 


Succeeds Father 


SEATTLE, WASH.—John W. Nord- 
strom of Wallin & Nordstrom, leading 
retail shoe merchants of the Pacific 
Northwest, recently retired from active 
business. His son, Everett, succeeds 
his father. About 17 years ago, John 
Nordstrom and Carl Wallin started a 
retail shoe store here and built the busi- 
ness so well that it has become one of 
the finest establishments selling foot- 
wear to the public of this section. 

Mr. Wallin retired a short while ago 
to enjoy a period free from business 
cares. He spends much of his time at 
his lodge on Hood’s Canal. Mr. Nord- 
strom, like Mr. Wallin, now believes 
that the time to give up business and 
enjoy life is when one is still in good 
health, and has the capacity for enjoy- 
ing life in the open. Everett Nord- 
strom is favorably known among the 
shoe trade, and is entirely capable of 
continuing the sound merchandising 
policies of this high-grade footwear 
shop. 


Boston Retail Trade 
Reported as Fair 


Boston, Mass.—The retail shoe busi- 
ness of the past week has been fair, 
despite the summer temperatures. 
Children’s footwear has been a go 
seller, particularly in sturdy school 
shoes. The most popular selling price 
in the 11% to 8 range is $6. A boy’s 
shoe in Russia calf, with semi-broad 
toe, and perforated pattern on tip, with 
lace stay, quarter, top and tip neatly 
punched and notched is a popular seller 
in the 2% to 8 sizes at $7. Golf hose 
for boys is also reported as a popular 
seller in the seven-eighths lengths of 
brown, beige, and gray mixtures, with 
contrasting colored tops. In women’s 
footwear, brown ties and pumps lead, 
with suede the leading material; black 
suede sells about one-third as well as 
brown suede. Some imitation sea-leop- 
ard in its brown shades is a good seller 
in the higher-grade numbers. 

Patent leather is looked to as a good 
seller for the colder, over-shoe, wearing 
months. Just at present, many mer- 
chants report that it has moved more 
slowly than in several past seasons. 
Mules and boudoirs are well displayed, 
as well as leather slippers and buckles, 
and are selling well where featured the 
most attractively. Dark blue kid and 
suede continue to interest the woman 
purchaser. 

One of the leading exclusive shoe 
stores stimulated its trade last week 
with a wide array of new patterns at 
$5.85; this price was the lowest at 
which this house has introduced new 
numbers at this time of the year for 
some time past. There are many 
special sales of quality goods at re- 
duced prices; the situation in retail 
shoe circles is highly competitive. 


Buys Calbeck Stock 


Caro, (UTPS)—Lawrence E. 
Sproull has purchased the stock and 
lease of A. J. Calbeck, shoe dealer of 
Caro, and will operate the business 
here under his own name. 
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WHERE TO BUY 
‘Men’s Shoes 


Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 
Brockton, Mass. 


Richards & Brennan Co. -:- Randelph, Mass. 
Tie, 


BMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 
We 


KUMFORT-ARCH SHOE 


MADE EXCLUSIVELY BY THE 
EMERSON SHOE MFG CO 
ROCKLANO, MASS. 


“HIGH ONLY” 


EAST WEYMOUTH. MASS. U.: 


M. A. PACKARDCO., 
BROCKTON 


BOSTONIANS 


SHOES FOR MEN 
| @OMMONWEALTH SHOE & LEATHER Co. 
WHITMAN, MASS. 


NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 


MEN'S FINE SHOES EXCLUSIVELY 


Shoe Market News 
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EVERY WEEK 


Tanners Plan 
Campaign to 
Educate Public 


CHICAGO, ILL.—More advanced meth- 
ods in the merchandising of leather and 
more stabilization in the production end 
of the tanning industry received in- 
creased attention last week at the 
twelfth annual convention of the Na- 
tional Tanners’ Council held at The 
Edgewater Beach Hotel, Chicago, Oct. 
25 and 26. 

To the retail merchant contacting the 
purchasing public the greatest interest 
value attaches to the efforts under way 
by the tanners to influence trade and 
public favor leather-wards. This was 
discussed at the open meeting of the 
council by William L. Goodwin, of The 
American Leather Producers, Inc., who 
described the exploitation of leather in- 
terests under the subject allotted him 
of “A New Interpretation of an In- 
dustry Need.” Mr. Goodwin said in 
part: 

“There are just two phases of the 
acceptance of leather in finished prod- 
ucts which will appeal to me as the man 
on the street. They are, first, will it 
perform its service better than other 
material, and, second, will it adapt it- 
self to stylish wear? From these angles 
we must interpret to Mr. and Mrs. Con- 
sumer the value of leather as against 
any other substance. To produce this 
result there has been too much lack of 
knowledge by too many. 

“In order to accomplish this, too, it 
is necessary to interpret the facts about 
leather in the terms understandable by 
Mr. and Mrs. Consumer. To accom- 
plish this we find there are four ways 
of constructive cooperative work. One 
is the commonly accepted trade associa- 
tion which stabilizes the industry and 
which with good management is accom- 
plishing much good. 

“Two is the conduct of scientific re- 
search. 

“Three is the accumulation of small 
sums from the many interested into 
large aggregate sums for the purpose 
of campaigning to expand the market. 
“Four is the work done along educa- 
tional lines informing the general mass 
of people of the value of leather irre- 
spective of the form it takes in the fin- 
ished product. In these days no indus- 
try can afford to go into media where 
great sums are — for page space 
of advertising unless the industry can 
afford to compete with other indus- 
tries.” 

The tanning ang will soon insti- 
tute a trade survey bureau applying 
business research to this particular in- 
dustry. It will be in charge of Murray 
Shields, formerly with the Goodyear 
Tire & Rubber Co., in a similar capac- 


‘ity for that company. Addressing the 


tanners’ convention Mr. Shields briefly 


They Want to Know 


Merchants ask us where to buy 
shoes and other store merchan- 


dise. In this space we list the 

following typical inquiries: 

H-1434 Wants hot novelties in 
women’s shoes retailing $3 


to $6. 
H-1435 women’s high top 
otees. 
H-1436 spats to retail 
$2. 
H-1437 Wants all wool shoes or 


sabots. 
H-1438 Wants brown and black 
suede novelties not exceeding 


H-1439 Wants children’s soft sole ox- 
fords for gymnasium wear. 

H-1440 Wants men’s, women’s and 
children’s shoes and hosiery in 
popular priced and _ better 
grades from manufacturers’ 
close-outs and cancelled 
orders for cash prices, 

H-1441 Wants women’s dress slippers 
and novelties to retail $5. 


Interested parties may have 
names on request to Information 
Department, Boot and Shoe Re- 
i 80 Federal Street, Boston, 

ass. 


outlined and reviewed the general ser- 
vice of research bureaus starting with 
the general business field as operated 
by the Harvard, Brookmire and Babson 
services, passing through the research 
departments of great industrial units 
and then showing that interests of 
many organizations in one industry 
were identical he outlined the Tanners 
Business and Economic Service which 
will issue its reports seon after the turn 
of the year. 

The following officers were elected: 

Chairman of the Board, Willis R. 
Fisher, National Leather Co., Boston, 
Mass. 

President, Fraser M. Moffat, New 
York City. 

Vice-President, George B. Bernheim, 
R. Neumann & Co., Hoboken, N. J 

Vice-President, Hiram S. Brown, The 
— States Leather Co., New York 

ity. 
Vice-President, Harold Connett, Sur- 
pass Leather Co., Philadelphia, Pa. 

Vice-President, Victor G. Lumbard, 
The Ohio Leather Co., Girard, Ohio. 

Treasurer, Cecil Q. Adams, Bristol 
Patent Leather Co., Boston, Mass. 

Secretary, J. Louis Nelson, New 
York City. 

Division Directors: Bag and Strap, 
Julian Hatton, Eagle Ottawa Leather 
Co., Grand Haven, Mich.; Calf and Kip, 
William H. Barrett, Barrett & Co., 
Newark, N. J.; Fancy, Louis M. Mus- 
liner, Geisman, Musliner & Brightman, 
Inc., New York City; Glove, Richard 
M. Evans, Richard Evans & Sons, 
Johnstown, N. Y.; Goat and Cabretta, 
Harold Connett, Surpass Leather Co., 
Philadelphia, Pa.; Sheep and Lamb, 
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Harold N. Goodspeed, A. C. Lawrence 
Leather Co., Boston, Mass.; Sole and 
Belting, Hiram S. Brown, The United 
States Leather Co., New York, N. Y.; 
Upper, J. W. Byron, W. D. Byron & 
Sons, Williamsport, Md.; be 
Frank J. Radel, Radel Leather Mfg. 
Co., Newark, N. J. 

Directors-at-Large (Terms expire 
October, 1929): Frank G. Allen, Wins- 
low Bros. & Smith Co., Boston, Mass.; 
Frederick Carlisle, F. W. & F. Carlisle 
Co., Saginaw, Mich.; Robert B. Deford, 
The Deford Company, Baltimore, Md.; 
John C. Lilly, The Barnet Leather Co., 
Boston, Mass.; Ralph L. Pope, North- 
western Leather Co. Trust, Boston, 
Mass.; Burt W. Rankin, Hunt-Rankin 
Leather Co., Boston, Mass.; Ansley K. 
Salz, Kullman, Salz & Co., San Fran- 
cisco, Cal.; August H. Vogel, Pfister & 
Vogel Leather Co., Milwaukee, Wis. 

Directors-at-Large (Terms expire 
October, 1930): Henry W. Boyd, Ar- 
mour Leather Company, Chicago, IIl.; 
Claude A. Douthit, American Hide and 
Leather Co., Boston, Mass.; David B. 
Eisendrath, B. D. Eisendrath Tanning 
Co., Racine, Wis.; Ernest Griess, Griess- 
Pfleger Tanning Co., Cincinnati, Ohio; 
William Hatton, Eagle-Ottawa Leather 
Co., Grand Haven, Mich.; Willard Hel- 
burn, Helburn Thompson Co., Salem, 
Mass.: Spencer K. Mulford, Jr., Eng- 
land, Walton & Co., Philadelphia, Pa.; 
Louis J. Robertson, Robertson Leather 
Co., New York City; Laird H. Simons, 
William Amer Co., Philadelphia, Pa.; 
Edward M. Winslow, Benx Kid Com- 
pany, Lynn, Mass. 


Brown and Black Best 


Sellers in Cincinnati 


CINCINNATI, OHI0O—Shoe sales for 
the month of October were a little be- 
low normal but retail merchants think 
that a favorable break in weather is 
all that is needed to stimulate sales. 
Warm weather prevailed during the 
first half of the month and was fol- 
lowed by several days of rain. Summer 
left-overs were being shown at some 
of the stores during the warm weather 
and many of these were sold. 

Brown continues the best color mover 
and is followed by black. Blue is good 
also, and in some stores it is said to be 
equally as good as black. Burgundy is 
coming to the front and quite a few 
calls are being heard for wine shades 
and green. 

Suede is still running strong and pat- 
ent is only fair but is expected to im- 
prove its status before the season is 
much older. Patent lost plenty of 
ground to suede and blue kid early in 
the season but sales for October show 
that patent held its own through this 
month. All-over reptiles are being 
looked upon with favor and reptile and 
kid combinations are beginning to 
move well. 

Very few gold and silver kid slip- 
pers are being shown for evening wear, 
but crepe is being displayed instead and 
merchants report crepe sales to be very 
good and on the increase. This is es- 
pecially true with white crepe as these 
shoes can be tinted to match any dress. 
All the large shoe denartments are of- 
fering tinting and dyeing service to 
customers and retailers give this as the 
reason for the sudden popularity of 
crepe slippers for evening wear. 


New England Will Send 
Big Groups to Chicago 


Boston, Mass.—Upwards of thirty 
firms already have enrolled for the New 
England Exhibitors’ Group in the Na- 
tional Shoe Retailers’ Association con- 
vention in Chicago, Jan. 7-10, next, and 
the prospects for a considerable addi- 
tion to this number are excellent. 

The New England Shoe and Leather 
Association is circularizing its members 
and the trade, suggesting early appli- 
cation to the N. S. R. A. management 
for sample room and exhibit spaces in 
the new Stevens Hotel, and it is the 
association’s intention again to arrange 
for special cars from Boston to Chi- 
cago, over the Boston and Albany Rail- 
road, for the benefit of participating 
manufacturers, wholesalers and others. 
The association also will appoint its 
usual efficient New England Group 
Committee. 

The New England firms enrolled to 
date are the following: 

A. J. Anderson, Inc., Amesbury, 
Mass.; Ault-Williamson Shoe Co., Au- 
burn, Me.; Avon Sole Co., Avon, Mass.; 
Bancroft-Walker Co., Boston; Beck- 
with Manufacturing Co., Boston; Bres- 
nahan Shoe Co., Boston; Edwin Clapp 
& Son, Inc., East Weymouth, Mass.; 


Gregory-Read Co., Lynn, Mass.; 
Hoague-Sprague Corporation, Lynn, 
Mass.; Milford Shoe Co., Milford, 


Mass.; E. T. Wright & Co., Inc., Rock- 
land, Mass.; Bliss & Perry Co., New- 
buryport, Mass.; Commonwealth Shoe 
and Leather Co., Whitman, Mass.; 
Conrad Shoe Co., Brockton, Mass.; 
Field & Flint Co., Brockton, Mass.; F. 
M. Hoyt Shoe Co., Manchester, N. H.; 
Harry M. Husk Shoe Co., Newbury- 
port, Mass.; George E. Keith Co., 
Brockton, Mass.; Thomas G. Plant 
Corporation, Boston; The Reynolds Co., 
Providence, R. I.; The Stetson Shoe Co., 
Inc., South Weymouth, Mass.; Stone- 
Tarlow Co., Inc., Brockton, Mass.; 
Munroe Shoe Co. Auburn, Me.; 
Boot AND SHOE RECORDER,, Boston; 
The Shoe Retailer, Boston; Unity 
Shoe Co., Lynn, Mass.; Shoe and 
Leather Reporter and Shoe Style Di- 
gest, Boston; Wise & Cooper Shoe Co., 
Auburn. Me.: M. N. Arnold Shoe Co., 
North Abington, Mass.; Arnold Bros. 
Co., North Abington, Mass.; George 
Strong Co., East Weymouth, Mass. 


Changes in Riley Shoe Co. 


CoLumBus, OH1I0—John D. Ryan, for 
many years secretary of the Riley 
Shoe Mfg. Co., Columbus, and active 
as credit manager and as auditor of 
the company, was recently made treas- 
urer and general manager having, with 
his associates, recently acquired the 
holdings of Wade Kennedy, who has 
had charge of the business for several 
years. 

J. Warren Murray, experienced in 
shoe factory production, was elected 
vice-president of the company and will 
have charge of the manufacturing. 
Charles G. Shriner, whose father died 
last spring, was elected to fill the 
vacancy on the Board of Directors 
caused by his father’s demise. George 
A. Yellig, who has been connected with 
the Riley organization for twenty- 
four years, was also added to the di- 
rectorate. 


WHERE TO BUY 
Men’s Shoes 


WOOD SOLE SHOES 


Grain Leather 
$2. 
Beste 
A. H. RIEMER 
SHOE CO. 


Manufacturers 


since 1887 
Milwaukee, Wis, 
U. S. A. 


STEADY PROFITABLE 
BUSINESS IS WANTED.SELL- 


WHERE TO BUY 
Slipper Quilting 


SLIPPER 


We Do Quilting 


FENKART & SONS, INC. 
815 22nd Street Union City, N. J. 


WHERE TO BUY 
Shoe Buckles & Fabrics 


MAISON MANN, ine. 


> 
“Decidedly Different” 4 
Importers and Manufocterere § 
4 
4 
4 


CuT STEEL 
BEADED-RHINESTONE 
West 20th St., New 


Vv 
CUT STEEL E 


STEEL 
SHOE BUCKLES 
T A. & = VEITH, INC. T 
H 9-11 Ean 38h, New York 


Cut Steel Buckles 
Tinsel Shoe Fabrics 


CRACOVANER 
389 FIFTH AVE., NEW YORK 
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WHERE TO BUY 
Ballet Slippers 


HAND TURNED, BLACK KID 
BALLET SLIPPERS 
Women’ 


0; 
oie $1. 25 
‘ail rs prompt- 

ROTH & ROSENBERG SHOE co. 


Manufacturers 
124 N. 3rd St., Philadelphia 


Brooks’ Toe Slippers 


In Stock 


Misses 
608 Pink Satin 3.15 3.10 3.05 
Coast Prices Slightly Higher 
BROOKS SHOD MFG. CO. 
Philadelphia—1725 No. 6th St. 
Los Angeles—1162 So. Hill St. 


et Slippers 


Child’s $1.15 pr. 


— SHOE CO., INC. 
47 Duane St., 
York, N. Y. 


BALLET SLIPPERS—IN STOCK 
ef the unusual kind 
Bi02 Turn 


Child’s 6 to 11—$1.35 
Misses 11% to 2— 1.40 
Women’s 2% to8— 1.45 
Also Hard Toes 
SCHWARTZ &2 HERDER, 
Specialists in Ballet Manufacture 
241 No. 11th St.,’Philadelphia, Pa. 


Ine. 


WHERE TO BUY 
Children’s Shoes 


“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE CoO. 
ROCHESTER, N. Y. 

Boston Office: Statler Bldg., Room 532 


DO YOU KNOW? 


jy can buy or sell it through 
ere to Buy” columns. This 


Michalk Machines 
Marketed Here 


German Welding Process Now in 
Use in U. S. 

NEw York, N. Y.—An improved 
German process of welding shoe soles 
to uppers, employing a special cement 
and machinery which exerts pneumatic 
pressure, is now being marketed in 
this country by the Braincraft Com- 
pany, with headquarters in this city. 
The machinery, the product of W. 
Michalk & Son, Germany, is being dis- 
tributed to a number of American shoe 
manufacturing plants. 

The process and Michalk machines 
have been widely used in Europe for 
several years, with reported excellent 
results. The welding of uppers to soles 
has been tried for a number of years, 
but only recently was the pneumatic 
press and a special cement developed 
which gives satisfactory results. 

The Michalk press is a large wheel- 
like machine which rotates and auto- 
matically releases the shoe from the 
press when it-is finished, thus giving 
high speed production. On one of the 
presses recently installed in the Endi- 
cott-Johnson factory in Binghamton, 
N. Y., a daily production of 800 pairs 
was attained. Higher production is 
possible as the cutting room was not 
geared up with the press. A production 
of around 1000 pairs a day on one 
press is predicted in the near future. 

W. Michalk, head of the company 
producing the ‘machines, is expected to 
pay a visit to this country in the near 
future to supervise the introduction of 
machines here. European production 
of shoes on Michalk machines last 
year is reported to have reached a total 
of 65,000,000 pairs. 


On Road for 59 Years 


Brockton, Mass.—Brockton has a 
candidate to offer in the search started 
by the National Traveling Salesmen’s 
Foundation for the oldest traveling 
‘salesman in the United States. He is 
Robert N. Taber of 14 Fuller Street, 
this city, who has been a knight of the 
road for 59 consecutive years, and who 
will celebrate his eighty-second birth- 
day next March by “getting an extra 
large order.” 

At the present time Mr. Taber trav- 
els for C. L. Hauthaway & Sons, Inc., 
of Boston. He began work as a sales- 
man for the Lincoln Blacking Co. and 
later served for two years with Averill 
& Thayer, shoe findings dealers and 
blacking makers. ‘Thirty-nine years 
ago he entered the employ of his pres- 
ent employers and since he joined that 
concern he has made an enviable rec- 
ord. During the War he made a record 
of sales of 1900 barrels of shoe cement 
within six months. 

The oldest salesman is being sought 
that he may be guest of honor at a 
banquet in New York, Dec. 4, inaugu- 
rating a drive for funds with which 
to erect a “home for aged, indigent 


and incapacitated salesmen.” 


Seasonal Slump This 
Year Is Very Mild 


CINCINNATI, OHIO— Production at 
local shoe factories has slowed down 
considerably since Oct. 15, but quite a 
few shoes are being made considering 
the time of the year. Business on boots 
is fair and it is on this style of foot- 
wear that manufacturers are now work- 
ing, and if the demand increases fac- 
tories will be able to keep busy until 
they start working on spring orders. 

Orders coming in at present show 
that merchants are buying from hand- 
to-mouth, requisitioning only a few 
pairs of a style or a case at the most. 

Black patent sales were much in ar- 
rears a few weeks ago but footwear of 
the shiny material is staging a fairly 
strong comeback. Manufacturers state 
that merchants are now buying black 
patents for immediate shipment more 
freely than any other material, al- 
though suede, which helped to hold. pat- 
ent down, continues to be bought. Or- 
ders for suede footwear are largely for 
colors with the demand for black les- 
sening. This is due in part to the fact 
that black was more plentiful than col- 
ors earlier in the season and orders sent 
in for black suede at that time were 
sufficient in many instances to carry 
the merchant through the season. 

One factory official reports a fair de- 
mand for satin crepes and satin bro- 
cades in white, black and blue. It was 
thought at one time that suedes would 
about kill velvet for the season but or- 
ders for velvet show that it is expected 
to be fairly popular. 


Haverhill Association 
Plans Membership Drive 


HAVERHILL, MAss.—An organization 
committee, representing the Haverhill 
Shoe Manufacturers’ Association, is 
now conducting a vigorous drive among 
local manufacturers to bring about a 
100 per cent organization of the shoe 
men beginning Jan. 1. The associa- 
tion now represents approximately 40 
of the leading makers, but it is hoped 
to substantially increase the list of sub- 
scribers early in the year, when new 
articles of association will be drawn. 
President M. T. Ornsteen, with an effi- 
cient committee, is reporting encour- 
aging results in the drive to date. 


Moving Shoe Machinery 


BrockTon, Mass.—The Conrad Shoe 
Co. has begun the transfer of machin- 
ery from its branch factory in the 
Brockton Factory Association Building 
on Court Street to its B. factory on 
Pinkham Street, where it will con- 
solidate its manufacture of women’s 
lines with its grade of special shoes 
which have been kept separate from the 
high-grade footwear it turns out in its 
main factory on Perkins Avenue. The 
company will continue to manufacture 
its women’s lines on the basis of about 
400 pairs a day, the schedule it has 
maintained in the plant from which it 
now is moving. 
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Lax & Abowitz Move 


BROOKLYN, N. Y.—The shoe manu- 
facturing firm of Lax & Abowitz is 
moving this week from its present lo- 
eation at 17 Smith Street, to new and 
much larger quarters in the Sperry 
Building, 40 Flatbush Avenue Exten- 
sion. The new factory quarters em- 
brace a space of 16,000 square feet and 
will give the concern a productive ca- 
pacity of 800 pairs of shoes per day. 


A. M. Legg Shoe Co. Is 
Not Being Liquidated 


PonrTIAC, ILL.—Rumors that the A. M. 
Legg Shoe Co., of Pontiac, is in process 
of liquidation are emphatically denied 
by Kenneth M. Murphy, secretary of 
the company. “We are undergoing re- 
organization,” says Mr. Murphy, “in 
order to provide additional capital. 
Our plant is in full operation and we 
expect to continue to manufacture 
shoes in a better and larger way.” 

The new board of directors of the 
company consists of Alvin C. Gluek, of 
Minneapolis; Charles E. McGuire, of 
Chicago; L. W. Tuesburg, C. Sterry 
Long, F. L. Smith, C. H. Ebert, H. J. 
Legg, K. M. Murphy and M. J. Prandy, 
all of Pontiac. The executive commit- 
tee consists of L. W. Tuesburg, C. 
Sterry Long, F. L. Smith, Vice-Presi- 
dent H. J. Legg and Secretary K. M. 
Murphy. Mr. Legg, who has been with 
the company for more than twenty 
years, will have charge of sales. M. J. 
Prandy, with the company almost as 
long, has been made general superin- 
tendent. Mr. Murphy will act as man- 
ager and buyer. 


Making Children’s Welts 


St. Paut, Minn. (UTPS)—The 
O’Donnell Shoe Corp. at its Stillwater, 
Minn., factory has begun manufacture 
of juvenile shoes, infant’s No. 2 up to 
and including growing girls, by the 
Goodyear welt process. This is the first 
time in this field that Goodyear welt 
children’s shoes have been manufac- 
tured. A novel construction method is 
employed by which the firm can sell 
genuine Goodyear welt goods in com- 
petition with stitchdowns. The pro- 
duction has reached 3600 pairs per day 
of calfskin, patent, kid and elk uppers; 
all full one piece uppers. 


New Clasp Introduced 


New York, N. Y.—Added recently 
to the line of shoe tie clasps by Ambe- 
cor Company, is a new one employing 
a motif which allows the use of a 
ready-made bow on an oxford tie. In 
using the clasp the bow is not dis- 
turbed, the clasp fastening securely 
when the laces beneath are drawn 
taut. 


New Colors Appearing 
in Novelty Footwear 


LYNN, Mass.—-The slump in prices 
was not such a shock here as might 
have been expected, because it is style 
that makes the prices of women’s nov- 
elty shoes. For instance, patent leather 
is now dirt cheap, and isn’t much 
wanted, while colored kid, which is com- 
ing into style, is costing from 50 cents 
to $1 a foot and up. So it is the style 
value that makes the prices, and not 
hide quotations. 

A cycle of color is here. A tanner of 
kid, whose business may be taken as 
a fair barometer, reports that the ever 
reliable brown is selling in the largest 
volume. French beige, a new brownish 
shade, the like of which has not been 
seen by even the oldest color experts, 
is among the new and promising hues. 
The beiges range from dark to light, 
and the sunburn shade, an attractive 
tone, is taken from the rich sunburn 
that the human skin acquires in sum- 
mer. Blues are moving along steadily, 
especially in the darker shades. Greens 
and the wine shades are fluttering 
along. Business in blacks is just ordi- 
nary. 

Last makers, working on new models, 
tell of the Brooklyn toe, a compromise 
between the present narrow toe and 
the present round toe. There is some 
tendency to lengthen lasts. Square 
toes are favorites in certain sections. 
Indeed, an interesting feature of the 
last trade is that one section chooses 
narrow toes, another full round toes, 
another square toes, another short toes, 
and so on. 

One firm, with a reputation for fast 
styling, is going to make a drive on a 
new style bootee during November. An- 
other firm, in the better grade lines, is 
credited with making bootees at the 
rate of 1600 pairs daily, and a third 
firm, in the popular grade lines, is 
starting a new run on bootees, after 
finishing up a run of 500 cases. 

Oxfords and ties, however, make up 
the bulk of production. The manufac- 
ture of slippers, of the household va- 
riety, is up to a new high peak. There 
is more style in slippers, for instead of 
being like a comfort shoe, they are 
made over a last with a shapely fore- 
part, carrying a 12/8 wood heel, and 
are of colored kid leather. They are 
for wear in the parlor as well as in the 
kitchen. 


Brockton Production 


Still Holding Up Well 


BrockKToNn, MAss.—Although the shoe 
business generally is reported to be 
falling off slightly as the season of 
holidays approaches, here in this cen- 
ter production is holding up fairly well 
if shipment figures are an accurate 
barometer, and most observers place 
much confidence in them. 

Only once during October to date 
have shipments dropped below 10,000 
cases for a week, and that during the 
second week. The third week, however, 
shipments were back above the figure, 
the drop being blamed on the holiday 
period when some of the plants shut 
down Thursday night for the week. 


WHERE TO BUY 


Men’s & Women’s 
Slippers 


PARISTYLE FOOTWEAR MFG. CO., INC. 
Factory and Salesrooms 
40-46 Weet 25th St., New York City 
$27.00 per doz. and up 


= 


HIGH GRADE TURN MULES and D’ORSAYS 


Greatest Value 


$1.65 


E wide, 3 to 9. 
Send for samples 
we will prove 


WM. SUMNER SMITH 
325 W. Monroe, Chicage 


Two Strap Sandal 
“Hand Turned” 
In Stock 
C to E—2-8 
Ne. 3-3 at $2.35 


M@RAN-HERMANN- 
MeMANUS. INO. 
Aubera, Maine 


Ne. 145, Black Kid, 
3 to 8—$1.50 
Ne. 144, Blue —Heavy hair 
felt filler and 
heel pad.Chrome 
Outsole. 


Manufacturers ef Masterfelts 
Everything in Slippers 


O° the Better Grade 
For the Better Trade 


Best~Ever% 


Slipper Co. uc. 


| | 
| 
| 
“viet 
| 
my 
| 
FOOLY gs \ 
| BALTIMORE 
} | 
| | = 
A 
_- SLIPPERS REPEAT 
| 
Best grade kid, 
] built on New 
FREEMAN.THOMPSON SHOE CO. 
ST. PAUL, MINN. 
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WHERE TO BUY 


Women’s Novelties 


BONDWAY 
ROCESS. 


WHERE TO BUY 
Standard Shoe Matereal. 


The One 
Waterproof 
That 


Takes and Re- 
tains a Polish. 


CREESE & COOK CO.” 
Tanneries at Damverspert, 85 South St. Boston Mase 


est Virginia 


Adds to the Wearing Quality 
of the Shoe. 


estVirginia perCompan 
Detroit New York. Chicago 


St. Louis Market Quiet 
After Price Cut 


St. Louis; Mo.—Calm and quiet per- 
vades the large shoe manufacturing cen- 
ter after the announcement of a price 
cut from 5 cents to 25 cents per pair 
here this week. The conjecture of every 
executive in any of the large firms is 
what effect will the reduction have on 
buying. Will merchants rush in or 
will they continue on the hand to mouth 
policy so evident during the fall season. 
The consensus of opinion was that lit- 
tle change would be noted in business. 
In some quarters it was admitted that 
when it was decided to effect the new 
prices some manufacturers were hope- 
ful that business would take an up- 
swing and that buying would increase. 
The small order is the bugaboo in most 
houses and it is for this reason that 
some houses are running behind the 
volume of a year ago. 

One opinion expressed by the head 
of a leading house stated that the cut 
would enable them to price their mer- 
chandise within reach of many mer- 
chants who were demanding cheaper 
shoes. The large end of the price slic- 
ing was made on heavy work shoes. 
When the prices were going up it was 
this section that shared the greatest 
advance. 

Little or no change has been effected 
on novelty shoes. A 5 cent reduction was 
made on some patent leather shoes but 
this was insignificant. A commentary 
on the situation was that should busi- 
ness increase from the change of prices 
a stiffening in the leather market may 
be possible. 

The specialty manufacturers, accord- 
ing to those interviewed will not change 
prices, as the leather market in their 
field remains unchanged at this time. 
Prices would hold at their present lev- 
els, was the opinion of the operators. 


Records Broken by 
Haverhill Shipments 


HAVERHILL, MAss.—The local indus- 
try has attained a new high record for 
the month of September, shipping 54,- 
038 cases of shoes, the largest number 
of shoes ever to be shipped from the 
city in a single month’ since 1924. 
August shipments of 51,765 were also 
a record. Local plants are now mak- 
ing one-seventh of the country’s total 
output of women’s shoes. 

The plants are still traveling at ca- 
pacity. Production for the last two 
weeks in September reached 28,000 
cases, with no substantial falling off 
for the first two weeks of October. 

There is reported a general demand 
for merchandise from the retail trade 
and the large department store and 
chain store trade. Cheap and medium 
grade footwear is moving briskly, with 
the better grades coming into more 
active demand. 

A large quantity of kid, suede, and 
ooze calf leathers are being cut. Patent 
is still up to the front and will remain 
as popular during the present fall and 
winter as in other recent seasons. 
Satin and velvets are considered very 
good and figure prominently in —s 
slippers. Brocaded slippers and gol 
and silver cloth models, with colored 
suede effects, feature the better grade 
production of some of the local makers. 


WHERE TO BUY 
Spats 


Imported English Made 
Broadcloth 
Spats 


IN STOCK —IMMEDIATE DELIVERY 


BLOG SHOE CO., INC. 
147 Duane St., New York, N. ¥. 


English 
Type 


Are your Spats long enough in 
front? 


No. 102—English with leather facing 
and top turned in leather. Colors, fawn and 
gray, $21.00 per dozen. 


Assorted samples in one, two and three 
dozen lots cheerfully submitted on approval. 
Prices from $18.00. 


GOLD SEAL 


536 Broadway New York 


WHERE TO BUY 
Slipper Supplies 


POMPOMS AND ROSETTES 
The right merchandise at the right price. 


Samples sent on request. 
HY-GRADE SLIPPER SUPPLY CO. 


693 Broadway New York Cit+ 


Lyman W. Evans Dead 


Boston, Mass.—Following an illness 
of several weeks, Lyman W. Evans, 
advertising manager of the Firestone 
Footwear Company, died at his home 
in Hudson, Mass., Saturday, Oct. 20. 
Mr. Evans, who was 36 years of age, 
had been with the Firestone company 
since 1921. He is survived by his wife. 
Funeral services held at 2 o’clock Tues- 
day afternoon, at his home, 32 O’Neil 
Street, were attended by all the of- 
ficials of the company. 


Rowe & Thurlow Expand 


NEWBURYPORT, MAss.—Rowe & Thur- 
low, makers of women’s turn shoes, 
this city, have taken over the William 
H. Butler factory at Salisbury. The 
Salisbury plant has been ewe | by the 


local shoe men to provide for a needed 
expansion of business. 


_ IN-STOCK | 
-TIME: style bet. } Colers : 
Vove. Write for ciroular. ~~ 4 Light Gray 
72 Lincoln St., Boston Mass. Bizes to 11 
- $2.25 por pair 
Es) 
ND SHOE Com 
WHERE TO BU) 
ing Sh 
2 Bowling Shoes 
: 
i 
BOWLING SHOES 
$3.25 
1788 Ne. Oth St, Philadelphia, Pa. 
Loe Angeles, 1162 Se. Street 
| 
| 
| 
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The 


Everywuere the United “D” 
Heel is recognized as a Hall 
Mark of quality on fine shoes. 


CUSHION 
HEEL 


MODERN 
HEEL 


United Shoe Machinery Corporation 


BOSTON. MASSACHUSETTS, U.S.A. 


. 
The 
é 
“D” 
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— NOW READY — 
NOVEMBER Cards 


(Three Colors) 


with snappy sales messages. 


Single Show Cards 


(Three Colors) 


7 5 ¢ Sach. 


Select any of these subjects by number 


WOMEN’S MEN’S 
No. 1—Shoes Moderne. No. 9—Men — your style’s 
No. 2—For Street Wear. here. 
No. 3—Afternoon Slippers. No. 10—Scotch Grain—rugged 
No. 4—Evening Slippers. — =. high sh 
RA 11—Men’'s shoes. 
No. 11A—For men of Pep— 


No. 5—Fitting — comfort and full toe last. 


style. 
No. SA-—Setter health — less HOSIERY 
atigue. No. 12—Smart hosiery. 
No. 5B—Arch-Fit Shoe 


No. 6—At the Game and 
After. No. 13—Boys and Girls. 


No. a Harvest of No. 13A—For School. 
styleful footwear. 

No. 8—Pep—Style for vigor- ACCESSORIES 
ous youth. No. 14—Buckles—Bags. 

No. 8A—If not in the window. No. 14A—Galoshes. 


ootwear 


Above illustrates Supe of November cards— 
Colorful, full of action; sure to attract cus- 
tomers to study the window trim. 


‘Show Cards Double the Window's Value’ 


By inducing more window-shoppers to come inside, you get more shoes sold. Window-shoppers 
who pass on are frequently lost; they are liabilities. 
speaking to them thru effective Window Cards. Impress a thought upon their minds about your 
store service, styles, quality. Thought means action. 


Recorder Show Cards in your window will make your window-shoppers think 
your way—right at the moment of looking into the window—also when they 
remember to tell their friends what you said. 
Say nothing—they remember nothing! 


Turn them into a store asset, at least, by 


Green yee red border with 


hand lettered 
black. (Actual 


é 
n 


Art Card Holder Base (above) 


Attractive 
Holiday Season 
Price Tickets 
With 64 prices:— 
69c to $17.50 


25c per doz. 


6 doz., $1.25 


Cash or Stamps 
With Order 


Quantity of each printed price 

ily limited Orders 
filled in order of receipt. All 
orders to be mailed out on 
Nov. 19 to 24. 


f 


‘ 
\ 
N 
\ 
Health Insurance 
Tailored Models 
New FaillShades 
Comes in either Gold or Silver trim—mottied finish, felt 
en We ies P lined bottom. Store name in panel, if you wish. Very 
ae i tasty and attractive. You'll be proud of them alongside 
your finest window fixtures. 
Vigorous 
youth 
emands 
. 
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Recorder Show Card Service 


—a practical business t 
builder for shoe merchants ¢@ 


Name the three most progressive and successful retail 
stores in your community. 


In visualizing them what is it that your attention almost 
unconsciously focuses upon? The windows, of course. At- 
tractive, eye-compelling, these windows play a mighty role in 
building business. 


Select the 
Service You Wish— 
Then Mail Coupon 


cards (7”x11”), 


rvice 8 
Se 2 Art Card Holders. 


Do Your Windows Say, 
“Come In”? 


Effective window trimming is an rt. 
Most merchants, lacking special training, 
have window trims that are only mediocre 
in their ability to produce business. Not 
so the shoe merchant who subscribes to 
the new, improved Recorder Show Card 
Service. With this remarkable sales aid 
at his disposal it becomes a simple matter 
for him to dress his windows so they are 
fairly alive—smart, attractive trims that 
extend a hearty invitation to “Come in 


Punchy—Novel—Arrtistic 


The new, improved Recorder Show 
Card Service is incomparable. Capable 
shoe merchandisers put into it their best 
thought. Every feature, every sales 
message, every drawing fits squarely into 
the general scheme of building a service 
that truly builds business for the shoe 
merchant. A golden opportunity for you 
to capitalize on your windows as you 


have never been able to do before! 


No. 1 100 Blank Price 
Tickets. 


$4.00 monthly ($48.00 the year). 
Service 10 cardg (7”x11”), 


4 Art Card Holders. 
No. 1-B 160 Blank Price 
Ticke 


ts. 
$5.00 ssenthie ($60.00 the year). 
JUNIOR 4 cards. 2 Art 
Card Holders, or 
Service frames. 
50 Blank Price 
Tickets. 
$2.25 monthly ($27.00 the year). 
Printed Price Tickets 


12 each of any six prices, 50c. 


G 


per month if want with any 
annual card service. SL 


and buy.” 


Try the Service for 30 Days— 
Mail the Coupon 


In the panel are brief descrip- 
tions of the several Services we 
are now in position to offer you. 
Select the one you wish. Try it 
for a month. Then if you are 
not entirely satisfied, you simply 
pay for the one month’s show- 
ing at the low yearly rate. Fair 
enough, you'll agree. Mail the 
coupon today! 


COUPON 


BOOT & SHOE RECORDER, 

189 W. Madison St., Chicago, IIl. 

Please enter our order for the Recorder “Selling 

Messages” card service No. or one 

year, consisting of cards each month, 

and 2 art card holders, with the first month's 

service, beginning with cards for September, for 

which we will pay $ per year, payable 
per month. 

For cash in advance full year’s service, 10% 

discount. 


We sell Men’s, Women’s, Children’s shoes, buckles 
and hosiery. (Cross out lines not carried.) 


Show Cards with a Personality 

The new, improved Recorder Show 
Card Service is built upon the premise 
that only those show cards are worth 
while that emphasize the outstanding 
desirability of the merchandise featured. 
The selling messages are sound, terse 
and punchy; the art work is timely, artis- 
tic; color schemes are harmonious and 
striking. Each month’s cards are different 
from the month before. 


We prefer :—Card holders, or frames (gold) (silver). 


Place following initials on frames (not more than 


Annual Card Service is exclusive for 
one merchant in an average size town, 
suburb or metropolitan shopping center. 


Printed Price Tickets:— 


$— 
(Any price: 15c. per dozen) 


Merchants Service Dept. 
BOOT AND SHOE RECORDER 


189 W. Madison St., Chicago 


(Nov. 3rd issue) 


8 
109 
rs i 
| 
| 
; : 
a 
H 
' 
H 
' 
two).........Store name on card holders......... 
plainly) 
ice 
All 
n 


BOOT AND 


SHOE RECORDER 


November 8, 1928 


New Line for Shoe Store Windows 


Ask for Book No. 11D—Use your Stationery 


No. 
Tue Oscar Ounen Co, Ne, 611 sth st 


1C MERCHANDISE Djs, 
Ist SPLAYERS 


A. W. GREELEY 
12 Duncan St. - - - Haverhill, Mass. 


The Boudoir 
Business 


is a year ‘round business and 
will be a profitable one—if 
your line is Greeley Boudoirs. 
In Colors or black, with leather 
or rubber heels. Ask 
your jobber for them— 
or write us direct if he 
can’t supply. 


HENRY 


110 DUANE ST. 


Real Bargains 
in Shoes — Rubbers — Accessories 
can be obtained at the 


AUCTIONS 


Every Wednesday and Friday 
HENRY LILLY CO. 


LILLY CO. 


held 


NEW YORK 


The CAHILL CARTON CAHILL 


description, 


Cahill carton. 


Cost less though made of 
better materials. 
or salesman on request. 


As a sturdy sup- 
port for the ankles 


Burkley Ventilated 
Foot is 
unexcelled. ell 
known surgeons 
recommend its use. 


Make your stock 
of children’s shoes 
complete by send- 
ing your order today. 


Phone Brockton 2133 for im- 
mediate action. 


BURKLEY SHOE CO. 
1156 No. Main Street Brockton, Mass. 


VENTILATIONS 
PATENTED 


“The Carton That Opens in the Front” (Copyrighted) 
A VERY EFFECTIVE 


MACHINE 
For printing the stock number, 
size and width and 
selling price of the shoes on the 
carton or the index card for the 


PRICE, $4.00 


Mailed on Approval 


BOX MARKER 


$2.35 


110 
ONKEN 
—— == © c0ce 
lowest freight rates. AHILL OM PAM 
HARRISBURG, PA. 
APPROVED BY MEDICAL MEN | 
CoO. 
Lines -; Men's House | 
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LISTEN IN 


on this business conference! 


—- in many fields of 
industry and trade will meet with the editors 
and publishers of The Associated Business 
Papers, Inc., November 15 and 16 at the 
Roosevelt Hotel, New York, to discuss 
trends in business and cooperative trade de- 
velopment. 


If you cannot drop in for these sessions, as 
we cordially invite you to, you can—by 
tuning in your radio—hear Mr. William 
Butterworth, President of the Chamber of 


Commerce of the U. S., speak on “Business 
Cooperation as a Public Asset.” The National 
Broadcasting Company, recognizing the im- 
portance of the conference to business, will 
broadcast this key address over the stations 


named below. 


The editors of this publication, which is a 
member of The Associated Business Papers, 
Inc., believe that you will want to be sure 
to hear at least Mr. Butterworth’s contri- 
bution to this important conference. 


. M. Eastern Standard Time 
. Central Standard Time 


WEAF New York 
WGN Chicago 
WGR Buffalo 
WCAE Pittsburgh 
WRC Washington 
WTAG Worcester 


(Subject to change. 


Listenin November 16 


7:30 P. M. Mountain Standard Time 
6:30 P. M. Pacific Standard Time 


WCCO Minneapolis 


See station programs in local newspapers 
November 16) 


WLIT Philadelphia 
KSD St. Louis 
WGY Schenectady 
WOC Davenport 
WOW Omaha 
WJAR Providence 


THE ASSOCIATED BUSINESS PAPERS, INC. 
52 Vanderbilt Avenue, New York 


The A. B. P. is a non- 


ofit organization whose members have pledged themselves to a 


working code of practice in which the interests of the men of American industry, 
trade and professions are placed first—a_ code demanding unbiased editorial pages, 
classified and verified paid subscribers, and honest advertising of dependable products 
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POSITIONS WANTED 
LINES WANTED 


ALL OTHERS 


7c per word. Minimum Charge $1.25 


ALL DISPLAY SPACE 


Five dollars per inch. Allow 45 words to an inch 


4c per word. Minimum Charge 75c. 
4c per word. Minimum Charge 75c. 


Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 80 Federal Street, Boston, Mass., on 

Monday of the week of publication in order that advertisements be published same week. 

Otherwise insertion will be put over to the following week’s issue. 

When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desires replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 


SALESMEN WANTED 


SALESMEN WANTED 


POSITION WANTED 


LIVE WIRE 
SALESMEN WANTED 


to carry a line of work and chil- 


dren’s shoes in the following 
territories : 
ortheast Texas 


Southeast Texas 

New Jersey and New York City 

Virginia, Maryland, Delaware, 
and D. of C. 

Alabama and Georgia 


West Virginia 
Address D-781, care Boot and 
Shoe Recorder, 80 Federal St., 
Boston, Mass. 


SALESMEN WANTED 


For ALABAMA, MISSISSIPPI, 
MISSOURI, WISCONSIN and 
other desirable territories to carry 
as side line the fastest short line 
of INSTOCK STYLED CORREC- 
TIVE MCKAY ARCH SHOES 
priced at $2.85 and $3.85. Liberal 
commission. Good opportunity 
for big earnings. 


Corrective Shoe Company 
14th and Washington Ave., 
St. Louis, Missouri 


SALESMEN WANTED 


December First to Represent Es- 
tablished Line of Men’s Medium 
Priced Dress Wellts 


Our new Spring Line, representing 
the best values in the country at 
= price, will be ready on Decem- 

ber ist. Our prices range from 
$3.50 to $4.85, and represent “‘re- 
peating numbers” made in Kanga- 
roo, Kid, Calf, Scotch Grain and 
Patent Leathers. Our line of Genu- 
ine Full Grain Calf at $3.50 is 
incomparable. We pay 8% com- 
mission, advancing 50% of com- 
missions weekly against orders 
received. Address D-784, care Boot 
and Shoe Recorder, 80 Federal St., 
Boston, Mass. 


WANTED 


Two salesmen to represent us in 
South. Reply by mail, giving ref- 
erences. 


Boot & Shoe Co. 
Mass. 


Federal St, Boston, Mass. 


SALESMEN—One of Brockton’s 
lines of young oo $6 and $7 


now open for 

West, South Southwest. Write for 

lars. Address D-701, care Boot and S Re 
eorder, 80 Federal St., Boston, Mass. 


SIDELINE Shoe Salesmen Wanted to carry 
erences wi’ r first letter. Address 

D-743, care Boot ‘and Shoe Recorder, 80 Fed- 

eral St. Bo Boston, Mass. 


WANTED— Experienced salesmen in States 
west of Pennsylvania, to carry as_ side 
line, medium grade of Children’s and Misses’ 
genuine Goodyear Welts. State experience 
and territory desired in first letter. Address 
Century Shoe Co., Inc., Macungie, Pa. 


SALESMEN WANTED to Sell on Commis- 
sion as a Side Line, Full Line of low and 
medium priced Stitchdowns for Men, Misses 
and Children. Wonderful line Romeos in stock 
now. Long line Men’s Fancy Gore Pumps, etc., 
for an we trade. Mostly all territories now 
available. Spring samples now ready. Write 
ny to Binghamton Shoe Co., Binghamton, 


ALESMAN to carry a complete line of shoe 

ornaments as side line. One with large fol- 
lowing in women’s novelty shoes. Liberal com- 
mission. Excellent opportunity for the right 
party. Territories open: Atlanta, Buffalo, Cin- 
cinnati, Cleveland, Columbus, Denver, Indianap- 
olis, San Francisco, Seattle, St. Paul, Louisville, 
Milwaukee, Minneapolis, New Orleans, Oakland, 
Pittsburgh, Portland. Also those traveling ad: 
joining territories may apply. Send references 
with first letter. Address D-780, care Boot 
and Shoe Recorder, 239 W. 39th St., New York 
Cis, 


SIDELINE Salesmen for attractive line Slip- 
per trees for Christmas trade. Popular 
Specialty Co.. 


sellers. Liberal commission. 
Somerville, Mass. 


ALESMAN to cover New York City and 
State, Brooklyn, line of Make-Up Littleway 
shoes retailing from $6.00 to $8.00. Must have 
following. Address D-786, care Boot and Shoe 
Hecarder, 239 W. 39th St., New York City, 


ATIVE FOR ST. LOUIS— 
To handle manufacturer’s line of metal 
shoe buckles and shoe ornaments, as side linc. 
on commission. Must have entrée to shoe manu- 
facturing trade. E. FE. WELLER CO., 33 
Eddy St., Providence, R. I 


The advertising pages of the and Shoe 
constitute an almost source 

information as to where and what to buy. 
They are worthy of your closest attention. 


AVAILABLE DEC. Ist 
POSITION AS 


Buyer for large chain women’s 
footwear — expert stylist — keen 
merchandiser — fully acquainted 
with manufacturing—wholesaling 
and retail situations—knows shoes 
and how to build them. Nothing 
less than $10,000.00 yearly and 
bonus or percentage on increase 
will be considered. Address D-788, 
care Boot and Shoe Recorder, 80 
Federal St., Boston, Mass. 


POSITION WANTED 


Sales Manager showing gains 
during dull seasons, experi- 
enced in handling nation-wide 
sales, personally acquainted 
with many Western accounts. 


If you are open to conviction 
by new merchandising meth- 
ods, address D-787, care Boot 
and Shoe Recorder, 189 W. 
Madison St., Chicago, Il. 


POSITION | WANTED — Manager, buyer, 
salesman in shoe store. Will travel. Forty 
years old. ‘I'wenty years’ experience. Excel- 
lent record. Can train young salesmen in 
correct fitting.” Scientific knowledge of foot. 
Ad writing. Prefer South. Best references. 
C. C. Smith, Thomasville, Ga. 


ANAGER—Shoe Buyer—who can produce 
results. Versed in modern merchandising 
methods, systematizer, check and follow uw), 
increased business on less capital, retain old 
customers, make new, etc. Now traveling, but 
wishes to re-enter the retail field. Age 36. 
Gentile. Reference. Address D-782, care Boot 
eee Shoe Recorder, 80 Federal St., Boston, 
ass. 


XPERIENCED shoe man would like to locate 

in one of the foliowing states: Alabama, 
Georgia or Mississippi. Plenty of experience 
and best of references. Address D-783, car 
Boot and Shoe Recorder, 80 Federal St., Bo 
ton, Mass. 


SHOE Buyer, Sales Promoter, Volume Pre- 
ducer, Aggressive, wants to change. Address 


D-785. care Boot and Shoe Recorder, 80 Fe: 


eral St., Boston, Mass. 
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WANTED —Salesmen by Eastern factory mak- 
ey ing popular priced men’s shoes. Full settle 
ments monthly. Inquiries confidential. Ad- 
retailers 
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WANTED TO PURCHASE MERCHANTS’ NEEDS 


FOR RENT 


TO BE SURE THAT YOU RECEIVE 


FOR RENT THE VERY HIGHEST PRICES Milbradt 
Attractive office in Rice Build- 
ing, 10 High Street, Boston, Ladders 
Mass. Fully equipped with Export Surplus Purchase Co., Inc. 
show cases suitable for dis- 596 Broadway, New York, N. Y. Made for 40 years 


by the original in- 
ventors. 


playing shoes effectively. Ideal 
location for Sales Room and 


Branch Office. HIGHEST CASH PRICES 

Inquire of Superintendent, PAID conditions. 

Rice Building, 10 High Street, Get our price before 

Boston, Mass. Ket. 94 = enavenne placing your order 

54 Lispenard St., New York City Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
FOR LEASE MERCHANTS’ NEEDS ST. LOUIS, MO. ; 


dling the er grade merchan situ. MYERS 
ated in a city of sixty th Size No. 50—8%” Inflated TIRE On 
Western State. Address D-733, ane Best and groes An 
Shoe Recorder, 80 Federal St., Boston, Mass. 2 
W. E. FOLLIS ADVERTISING MODERNIZE STORE ME 
Ly 
159 No. State St. Chicago, Ill. age facilities for shelf stoc 
FOR SALE : ; —to make it accessible and 
convenient for clerks and 
men handle with 
absolute safety —to insure 
WANT TO TRADE—One quarter Section LEVINE DISP. LAY quick service for wholesale 
Platte Valley land unimproved. For Shoe STUDIO or retail trade—install one 
Stock. Price $16,000. $6,000 mortgage at SPECIALIZING IN SHOE or more MYERS NOISE- 
5% due in 3 years. ww} 2 miles from good WINDOW DISPLAYS THAT LESS CUSHION TIRE 
town on Main Line RR. A. T. Olson, Kearney, COMMAND ATTENTION STORE LADDERS. 
Nebr. 251 West 42, New York City Deep tread steps, full length 
Phone, Wisconsin 6659 hand grips, rubber tires, 
ENTIRE WINDOW DISPLAYS overhead track system, firm 
eliminate vibration an 
BUSINESS OPPORTUNITY noiseand produce a ladder of 
ample strength for safety, 


convenience and efficiency. 
Oné style only—neat of de- 
sign—attractively finished— 
any height—easily installed 
—mects most requirements. 
’ Circular on request. 
mt FEMYERS & BRO.ca} 
ASHLAND, OHIO. 
@PuMPS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERSE 


YOU CAN HAVE A, BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any- 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or yy to buy; no agency or 
tory, 21 Back , Boston, Mass. 


LABELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUESE 


MERCHANTS’ NEEDS 


HOLFAST 


The Wonder Buckle 


DISPLAY FIXTURES 
Holder! 


SONS 
WOVE 923 ARCH 


SHOE 
LABELS ARE BUSINESS CCTTERS 


J The DISTINCTIVE and 
PERMANENT MARK 


AMERICAS GREATEST 
SHOE CARTON LABEL 


WINDOW 


Do You Know? 


Inquire Your Jobber or Direct E.H.KLUGE 
t you can or throu 
Deauville Import Corp. WEAVING CO. the “Where to Bay” columns. This 


35 39W 347THST. NY.C. feature in its quick service is a time 
w_Yor Phone WISCONSIN 6130 saver in meeting immediate needs. 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right’’; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THe Boot anp SHoe RecorpeR 

is to help solve it; for this is the basic problem upon which depends 

the progress of the — allied industries relating to shoes and leather, 
heir production and distribution 


In this Issue— 


A COLORFUL SPRING SEASON AHEAD. How and Why.........+....-+. 51 


A TIMING Process AT RETAIL...... Preparedness .......... 
A Schedule for Retailers. 

EVOLUTION AND REVOLUTION........ The Tolerance for Tans ........ 54 
In Men’s Footwear. 

THE VOICE OF THE RECORDER....... Opinions of the Editor ......... 56 


Now CoMES THE STORE IN BLACK 


THE CHILDREN’S DEPARTMENT MOVES 


Wolack & Bauer’s New Shop.... 58 


SUNSHINE SETS A NEW WORLD 


And Affects the Shoe Trade. 


A Store THAT’s Harp To Miss..... A New Front Idea............. 


By Madame Hamilton Jeffries. . ; 60 


62 


WHo’s WHO SELLING SHOES ON THE 


News of the Travelers. 


SHOE MERCHANT NeEws............ About Retailers 
Among Manufacturers ........102 


By Helen M. Haney .........-.. 89 


95 


SHOE MARKET NEWS .. 
OTHER REGULAR FEATURES. 


GETTING MORE 
SHOES SOLD RIGHT 


THE BOOT AND SHOE RECORDER PUBLISHING CO. 
80 FEDERAL STREET, BOSTON, MASS. . 
EVERIT B. TERHUNE, President 
WILLIAM, 1 M. LEBRECHT GEORGE Ww. R. HILL 
H. WALTER SCOTT B. C. BOWEN 
Vice-President Vice-President 


ARTHUR D. ANDERSON 
Secretary 


Directors of the corporation, in addition to 
the above-named officers, are as follows: 
M. Bowgn M, FAHRENDORF 


A. C. PEARSON 
CHARLES H. FURBER R. L. SBWARD 


Owen A. THOMAS 


SUBSCRIPTION RATES 


The subscription price of the Buor anpD SHogs Recorpgr is $3.00 for one year, which includes 
postage in the United States, its possessions, Canada, Mexico, Spain and vy, — and South 
America (excepting Venezuela and the Guianas, which is $6.00). 
FOREIGN SUBSCRIPTION—The price to all foreign countries except the ade $6.00 per 
year including postage. 
All subscriptions are payable in advance. Single copies 25 cents. 


A request for ya f address must reach us at least thirty days before the date of iseue 
with which it ts to take ‘¢ ‘ect. Duplicate same cannot be sent to replace those undelivered 


through failure to send wance notice. With your new address be sure also to sendeus 
the old one, inclosing tf possidl 


Botered as second-class matter Sept. 19, Y., under the act of 
Member of the Audit Bureau of Circulations 
Member, Associated Business Papers, Inc. 


BOOT AND SHOE RECORDER 


November 8, 192 


A buying guide to 


BOOTS AND SHOES 


Alden, C. H., Abington, Mass............ 68: 
Bandler, E., & Co., New York City....... 84 
Best-Ever Slipper Co., Inc., Brooklyn, 
105 
Blog Shoe Co., New York City...... 104, 106. 
Bond Shoe Co., New York City...... wonneee 
Brooks Shoe Mfg. Co., en, 
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you will find 

in the 


Boot and Shoe 
R ecorder 


HE final push of the year on 

holiday goods warrants a Nov. 
10 stimulation. It is for us to collect 
the most brilliant selling ideas that 
will help move regular goods, plus 
the new Christmas gift numbers. 
One idea alone will sell a million 
pumps and ornaments. We have 
seen it worked out so successfully 
that the selling staff of a store was 
totally exhausted after a three days’ 
fitting-punishment. 


HE new urge for winter sports 

is developing. When sports 
were passive, anybody could buy 
shoes at a sporting goods store, but 
now the element of fit is of primary 
importance, and so the shoe store is 
coming into play for this class of 
business, to its profit and prestige. 
We hope to put the urge in this issue 
to make the shoe store just as active 
as the gift shop in December, which 
is a commendable effort and worthy 
of encouragement. The time to put 
the final wallop of selling decision 
into the sweetest profit period of 
the year is in the final six weeks. 


ROPER shoes help health, and 

to combine anatomic and mod- 
ernistic ideas in the store and win- 
dow during Foot Health Week is 
what the Marott Shoe Co. of Indian- 
apolis did to Miss and Mrs. Amer- 
ica’s great interest. We tell the 
story so that it can be done else- 
where, and we hope as effectively. 
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Good Shoes are made BETTER with 
INVISIBLE MIDDLESOLE 


NVISIBLE MIDDLESOLE is a bottom 
filler that adds the wear of a middle sole to 


the shoe. 


INVISIBLE MIDDLESOLE provides a one-eighth 
inch rubber sole between the two leather soles. 


INVISIBLE MIDDLESOLE prevents cold or damp- 
ness from coming through to the foot. 


INVISIBLE MIDDLESOLE assures wonderful flex- 
ibility and does away with squeaks. 


INVISIBLE MIDDLESOLE adds to health and com- 
fort by providing a flat, damp-proof insole. 

INVISIBLE MIDDLESOLE will not crawl or bunch 
and so eliminates cause of frequent customer com- 
plaints due to uneven wear on insole and outsole. 


INVISIBLE MIDDLESOLE will help you sell more 
shoes and keep more satisfied customers. 


MR. SHOE BUYER: Ask your shoe manufacturer to 
put Invisible Middlesole (Bottom Filler) in your shoes 
—send for descriptive folder and coupon book today 


BECKWITH MANUFACTURING COMPANY 


STATLER BUILDING Manufacturers of Uulco Products BOSTON, MASS. 
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